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One of the big advantages of the new 
Family Income Trust Agreement as issued by 
The Travelers is that it can be applied to 
many forms of Life, Limited Payment Life, 
Endowment or Retirement Income contracts. 
As used by The Travelers it is not confined to 
one form. 

A man of 35 who is married and has children 
If, how- 


ever, he is to make provision for his old age, he 


has great need for Life insurance. 


must start early in life to make such provision. 


This new Family Income Trust Agreement 
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will not only protect his family, but when 
sold in connection with a Travelers Retirement 
Income contract will make an ideal combina- 
tion of protection for family and income for 


old age. 


The Travelers representative has an oppor- 
tunity to sell to his prospect a well-balanced 
Life insurance program affording protection in 
event of untimely death and a Retirement 
Income available in case the owner lives beyond 
age 65, at a total guaranteed cost well within 


reach of the average man. 





THE 


Life Accident 
Liability Automobile 


Health Steam Boiler Compensation 
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The Travelers Insurance Company 

The Travelers Indemnity Company 

The Travelers Fire Insurance Company 
Hartford, Connecticut 









Windstorm Fire 
Plate Glass Aircraft Group 


Burglary Machinery Inland Marine 





























What Is the Real Answerr 


The Agents Association of The Northwestern Mutual Life 
Insurance Company held its 55th annual meeting in Milwaukee, 
Wisconsin, July 20-23, 1931, and 839 agents were present—a 
record-breaking attendance. 


l'rom 11 states, with the largest attendance, 709 represen- 
tatives traveled an average of 200 miles each way. From 10 
other states, 89 agents journeyed an average of 550 miles each 
way, and from the remaining 14 states, 41 agents came a dis- 
tance averaging 1,000 miles each way. 


These facts are interesting, but they become ASTONISH- 
ING when it is known that each representative TRAVELED 
ENTIRELY AT HIS OWN EXPENSE, AND PAID HIS 
OWN HOTEL AND OTHER BILLS, AT AN AGGREGATE 
COST APPROXIMATING $40,000. Besides, most of these 
men gave up at least five days’ working time, in addition to the 
money outlay. 


NOT A DOLLAR OF THIS MONEY WAS PAID, OR 
CONTRIBUTED, BY THE COMPANY. 


These meetings engender enthusiasm, they cultivate an in- 
stitutional spirit, they humanize the relationships between 
Home Office and field, they familiarize agents with Home 
Office functions, and they offer a wholesale exchange of 
sales ideas, but do all such considerations sufficiently explain 
why men will travel many miles, pay all their own expenses, and 
spend a lot of time simply to get the benefits here outlined? 
\What is the explanation? 


The real answer is found in the Company itself. It stimu- 
lates loyalty, and LOYALTY CANNOT BE PURCHASED 


with complimentary meeting's, junkets or prizes. 


THE NORTHWESTERN MUTUAL LIFE 
INSURANCE COMPANY 


Milwaukee, Wisconsin 
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Thity-Fifth Year No. 36 


Slate Livingston 
for Presidency 





Michigan Official Likely to Head 
the Insurance Commissioners 
Convention 





READ OUT FOR SECRETARY 





Oklahoma Man Declares He Will Not 
Be a Candidate for Chief 
Executive 


Inasmuch as Commissioner Jess G. 
Read of Oklahoma, who is president of 
the National Convention of Insurance 
Commissioners, has stated quite defi- 
nitely that he will not be a candidate 
for president of the organization at the 
forthcoming annual meeting at Portland, 
Ore. it seems to be a foregone con- 
clusion that Commissioner C. D. Liv- 
ingston of Michigan, the first vice-presi- 
dent, will be elevated to the presidency. 
Commissioner Livingston is one of the 
outstanding state officials who has taken 
exceedingly high rank in the important 
work. He has just been reappointed so 
that his tenure of office will carry him 
over the next year. Commissioner Liv- 
ingston is slated to give the response to 
the welcome address at Portland and 
also to address the National Associa- 
tion of Insurance Agents the following 
week at Los Angeles. 
Tarver Will Be Elevated 


W. A. Tarver of Texas, second vice- 
president, will be advanced no doubt to 
the higher position of first vice-presi- 
dent. Dan C. Boney of North Carolina 
is chairman of the executive committee. 
It may be that Major Boney will desire 
to occupy that position rather than to 
start up the grade along the presidential 
route. If that be the case it seems 
likely that Commissioner Garfield W. 
Brown of Minnesota may be asked to 
take the second vice-presidency unless 
some eastern commissioner looms up. 

Mr. Read stated to a number of the 
commissioners at the Chicago meeting 
in June that he would not under any 
circumstances be a candidate for presi-. 
dent for another term. He came to the 
presidency following the resignation of 
Commissioner Wysong of Indiana from 
office and thus Mr. Read, first vice- 
president, was automatically lifted into 
the presidency. At the meeting in Chi- 
cago there was no thought of the secre- 
tary’s office being vacant as Commis- 
sioner Caldwell of Tennessee was looked 
upon as secure in his position. How- 
ever the political storm in Tennessee 
struck Commissioner Caldwell and he is 
no longer in office. However he is con- 
tinuing as secretary of the convention at 
the request of the executive committee 
and officers. 













¢. of the commissioners felt the 
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Need for Disability Rate 
Increase Is Emphasized 





Officials of two large eastern com- 
panies, who prefer not to be named, de- 
clare in this week’s disability forum con- 
ducted by THe Nationa, UNDERWRITER 
that there no occasion for a mood 
bordering on panic because of disability. 
Both of these officials acknowledge that 
steps must be taken to remedy disability 
writing and one official emphasizes the 
necessity for an adequate rate basis. 

B. H. Walker, president Life of Vir- 
ginia, says if income disability re- 
tained, it may be necessary to change it 
from a life income to a temporary in- 
come basis. 

The observations of 
two eastern executives 


18 


is 


the first of the 


follow: 


Sees No Occasion for 
State of Semi-Panic 


“It seems to me that there is no occa- 
sion for the state of semi-panic which 
appears to be exhibited by some offices. 
To me it seems to be a time for pa- 
tience, steady nerves, with calm judg- 
ment after the boiling has subsided. The 
very laudable project of disability in- 
come attached to a life policy fell into 
evil ways because of the original ap- 
proach to the project was solely statis- 
tical even though the available figures 
on the frequency and duration of dis- 
ablements were meagre. The business 
then got off to a start on inadequate 
premium rates and that is what has been 
the matter with disability benefits ever 
since. 

“Agency organizations have been ir- 
ritated and strained by reneated rate 
increases and clause restrictions. Those 
who favored radical cure have so far 
been a minority. 

“In one or two addresses I have sug- 
gested that the problem of sickness in- 
surance rates called for earnest con- 








the convention to elect an executive sec- 
retary outside of the ranks. This has 
met with favorable response in some 
directions although there has been con- 
siderable opposition to it on account of 
the extra expense. Naturally a man 
giving all his time to the office would 
have to be paid a reasonable salary. 
Commissioner Read’s name will be pre- 
sented to the convention as a candidate 
for secretary. He has recently been re- 
elected and therefore his tenure is secure. 
Mr. Read served as city editor of a daily 
paper and therefore is a good publicity 
man. 

Some of the southern and western 
states particularly declare that this is 
no time to increase their contributions 
to the organization. Some commission- 
ers declare that they could not consist- 
ently ask their states to contribute any 
more. Of the names mentioned in the 
ranks Commissioner Read perhaps has 
as much backing as any. Commissioner 
Brown of Minnesota has been promi- 
nently mentioned for the position. If 


the commissioners decide to continue 
the present arrangement and elect a 
secretary from the active commission- 
ers, it would seem that Commissioner 


| sultation with public health experts, 
tudents of epidemics and of commu- 
nity health, As just one illustration, 
there is the matter of pandemics of in- 
| fluenza which occur at periods about one 
generation apart. The 10 or 15 years 
succeeding each one of these pandemics 
has been marked in the past by recur- 
rent waves of smaller epidemics of the 
same disease, the general result being an 
increased amount of ill health at the 
time, plus damage to heart, arteries, 
kidneys and nervous system, which add 
materially to the number of disabled 
persons during a considerable period. As 
yet there is no known way to avoid such 
epidemics and for that reason premium 
rates for disability benefits ought now, 
as they were not in the first place, to be 
adjusted to such certain losses. All this 
information was available but was not 
used when the present rates were made 
up. 


Suggests $5 Benefit, Six 
Months Waiting Period 


“Another vital error from the under- 
writer's standpoint was giving a 
monthly income of $10 to each $1,000 of 
life insurance. This made the amount 
of disability income disproportionate to 
the death benefit while offering a dis- 
ability income premium too small in 
relation to the life premium. Those who 
were suspicious of their continuance in 
good health were enabled to provide too 
liberally for illness as compared to 
death. Those of still less conscience 
could obtain a satisfactory retirement 
income. Had the income been made $5 
per month per $1,000 of insurance, the 
size of the life portion of the premium 
required would have at least diminished 
the temptation to these two groups. The 
adoption now of the $5 income, plus a 
six-months waiting period before per- 
manent disability is assumed, and plus 
the cancellation of the benefits clause 
at age 55 will go far toward curing the 
existing ailment. 

“The disability premium in the be- 
ginning of course should have been large 
enough to more than cover all foresee- 
able contingencies, and then if it proved 
to be too large, it would have been easy 
to add the surplus to the dividends ac- 
cruing to policyholders from the similar 
excess charge in the life premium. 

“So far as concerns an accurate statis- 
tical basis for disability premiums, the 
time is far distant, if indeed we ever 
reach it, at which such calculations can 
be made. Men individually being living 
mechanisms and life of all kinds being 
consequently in a state of flux, it is 
reasonably certain that the prevalence 
of disease in large populations will from 
time to time show very large fluctua- 
tions. Because of this necessity to wait 
some years for a sufficiently long ex- 
perience to test the true results of dis- 
ability insurance, it follows that the 
present calculations as to enormous 
losses may prove to be inaccurate or 
to be founded upon inadequate data. 
This consideration also counsels com- 
posure in face of an annoying error 
whose apparent unfortunate results by 
no means threaten the stability of the 





Read and Commissioner Brown will be 





constitution might be changed to permit 


the main candidates. 
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Much Interest in 
Company Action 


Many Executives Feel That Divi- 
dends Should Be Reduced 
Now 


WATCH UNDERPINNING 





| Officials Declare That Financial Strength 
Should Not Be Weakened in 


Competition 


NEW YORK, Sept. 3.—It is a nice 
question whether there shall be a gen- 
eral reduction in dividends by mutual 


companies this fall or not. In the first 


place it would be rather difficult to get 
united action as the companies as a rule 
do not work together well on these mat- 
ters, The feeling is coming to prevail, 
however, that the time has come when 
all companies, mutual and stock, should 
work together on a common platform 
for the good of the whole and skip any 
petty differences and rivalries that may 
exist. Most life insurance executives 
believe that a dividend reduction will 
have to come some time unless a miracle 
occurs in the investment field. Strong 
as the life insurance institution is, some 
companies have weak spots. Probably 
no greater body of underlying securities 
have ever been assembled than those 
representing life insurance reserves in 
this country and yet there are bound to 
be some losses in nearly every class. 


Hope for a Come-back 


Those who argue against a dividend 
reduction say that if farming, cotton 
raising and the railroads should stage 
a come-back and restore the full value 
of mortgages and bonds the life insur- 
ance institution could point to a 100 per- 
cent record through one of the worst 
periods of our financial history. It 
would thus stand forth as the one busi- 
ness that had not been affected by the 
great storm. 

But that “if” is in the way and it is 
a pretty big “if.” Taking business and 
the state of the country as they are it 
is a fair conclusion that even the life 
companies are going to sustain substan- 
tial losses in railroad bonds, farm and 
city mortgages and even on other types 
of holdings. It is true it will take some 


time to “wash out” the bad from the 
good. It is argued that when the rail- 
roads cannot even show the value of 


their bonds the whole country is in a 
hopeless case. There is about $3,000,000,- 
000 of life insurance money in the rail- 
road securities, speaking roughly. While 
companies have for the most part been 
careful to select the first lien and better 
bonds, no one can tell how far the rail- 
road depression will go. As for farm 
mortgages, there have already been un- 
doubted losses but it will be years before 
it can be said whether this or that 
farmer is going to be able to clear him- 
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Provident Mutual Agents in 
Leaders Club Hold Meeting 





DR. ROCKWELL IS FEATURE 





Field Force in Interesting Sessions at 
Bigwin Island, Ont.—President 
Linton Talks 





The Leaders Club of the Provident 
Mutual, of which Charles Selig of New 
York No. 42 is president, held its con- 
vention at Bigwin Inn, Lake of Bays, 
Ont. There were 129 agents who quali- 
fied and 225 persons attended. J. L. 
Simons of Wilkes-Barre, W. T. Smith 
and I. P. Miller, Philadelphia, and F. M. 
Harper, Raleigh, N. C., are vice-presi- 
dents of the club, and J. H. Phipps, 
Cleveland, secretary-treasurer. 

Dr. C. J. Rockwell, educator, ad- 
dressed the convention at three sessions 
and President M. A. Linton was speaker 
at the annual banquet. C. D. Connell, 
president general agents’ association, 
and Edward W. Marshall, vice-presi- 
dent and actuary, spoke on “The Clien- 
tele Which We Are Building.” 


Officers Are Installed 


F. C. Morss, manager of agencies, 
presided at the installation of officers, 
and W. D. Cross, assistant manager ot 
agencies, and J. F. Scott, agency assist- 
ant, officiated at the introduction of 
members. W. S. Ashbrook, agency sec- 
retary, spoke of the Provident and 
Henry Bossert, Jr., in charge of re- 
search and conservation, on “Leadership 
in Quality.” 

A golf tournament was held the sec- 
ond afternoon and an informal discus- 
sion under President Linton that even- 


ing. 

Wy. T. Smith of the Philadelphia No. 
6 agency, presided at the second morn- 
ing session when Dr. Rockwell spoke 
on “Life Insurance for the Ordinary 
Estate; Building and Distributing the 
Estate.” I. P. Miller, Philadelphia No. 
6 agency, presided the third morning 
and Dr. Rockwell spoke on “Life Insur- 
ance for the Individual Proprietor.” In 
the afternoon F. M. Harper, North 
Carolina agency, was chairman during 
Dr. Rockwell's talk on “Life Insurance 
for the Ordinary Partnership.” 

N. H. Bell of the San Francisco 
agency entertained with a talk on ad- 
ventures in Mexico. He is a nationally 
famed lecturer and has ascended several 
imposing peaks in Mexico. 








Brainard Attacks 
Ruthlessness of 
Employers Today 











Ruthlessness and over-efficiency on 
the part of employers in these days of 
economic stress were condemned by 
President M. B. Brainard of the Aetna 
Life companies in his banquet address 
before the company’s casualty and 
surety agents, who gathered at the home 
office. Mr. Brainard said that the Aetna 
Life companies have not unnecessarily 
laid off employes. Not a single employe 
has been dismissed for economical rea- 
sons, he said. It is the Aetna’s policy, 
Mr. Brainard declared, to allow its em- 
ployment problem to solve itself by nat- 
ural processes. Since the first of the 
year only 100 employes have left and 
these have done so largely as a result of 
marriage, removal to other places and a 
few unavoidable dismissals. 

Mr. Brainard added that while it is 
impossible to prophesy when business 
will return to normal, he is certain that 
the United States has not reached its 
zenith and that there will be an end to 
the depression. 

W. G. Wilson, Ohio manager for the 
Aetna Life Companies, was toastmaster 
at the banquet, the position he has filled 
since 1915. 

Pictures of the Aetna convention in 
San Francisco in 1915 were shown at 
the banquet, followed by pictures of this 
year’s convention in Hartford. 


Going to Portland Direct 


W. P. Robertson, assistant western 
manager of the North America, and 
Commissioner Livingston of Michigan 
are planning to leave Chicago Sept. 9, 
for Portland, going direct to the gath- 
ering of the National Convention of In- 
surance Commissioners, without stop- 
ping for the trip through Yellowstone. 
They hope to get enough others to 
join them, so that a special car may be 
assigned for the trip. 


Will Hold Agency School 


The Bankers Life of Nebraska will 
hold a school of instruction for agents 
beginning Oct. 5. Past experience of 
the company with these schools has 
been very satisfactory. For the first 
half of the year the newly trained agents 
who graduated from previous schools 
wrote more than 60 percent of the busi- 
ness, while 23 older men wrote only a 
third of what they did the first half of 
1930. 





Home Office Management 
Section Program Announced 


WHITE AND DOOLIN TO SPEAK 


A. G. Borden to Be Section’s Speaker 
at General Meeting of American 
Life Convention 


Conservation of life insurance now on 
the books of the companies of this coun- 
try and Canada will be one of the chief 
subjects before the annual meeting of 
the home office management section of 
the American Life Convention at Pitts- 
burgh the night of Oct. 7. 

R. C. Neuendorffer, Guardian Life, is 
chairman of the section, and J. C. Uig- 
don, Business Men’s Assurance, secre- 
tary. They have sought to make this 
year’s program the most beneficial yet 
offered since the section was organized 
at Dallas five years ago. 

“Canadian Plan of Rewriting Busi- 
ness” will be the subject of F. W. 
White, assistant secretary Canada Life, 
while L. J. Doolin of the Life Insurance 
Sales Research Bureau will speak on 
“The Practices of American Life Insur- 
ance Companies With Reference to Con- 
servation.” Following the formal a!- 
dresses there will be a general discus- 
sion not only of the papers but of other 
subjects of interest. 

“Conservation” will be discussed by 
A. G. Borden, second vice-president 
Equitable Life of New York, the home 
management section’s speaker at the ses- 
sion of the main convention the morn- 
ing of Oct. 8. 

Those attending the American Life 
Convention this year can get the bene- 
fit of the identification plan of buying 
railroad tickets. Under this arrange- 
ment it is possible to obtain lower rail- 
road rates without the inconveniences 
incident to the certificate plan hereto- 
fore used. 


Doubles Membership in Day 


The San Francisco Life Underwriters 
Association was successful in its drive 
to double its membership in one day. 
Incomplete results at the end of Aug. 31 
showed the association had achieved its 
quota by more than 125 percent. 


Whiting S. D. Deputy 
Fred N. Whiting of Yankton has been 
appointed deputy South Dakota com- 
missioner to succeed Tom Scanlan who 
served four years. 





SPEAK AT COMMISSIONERS MEETING 











COL, H. P. DUNHAM, Hartford 
Connecticut Commissioner 


G. 8S. VAN SCHAICK, Albany 
New York Superintendent 


GARFIELD W. BROWN, St. Paul 
Minnesota Commissioner 





Olson Sees Hope 
In Situation Now 


Mutual Trust Head in Cleg 
Analysis of Problems Facing 
Companies 


PROPOSAL ON DISABILITy 


Executive Says Frozen Assets, Loy 
Interest Rates, High Mortality 
Can Be Solved 


By H. J. BURRIDGE 


One of the clearest thinkers among 
American life company executives is 
Edwin A. Olson, president of the Mu- 
tual Trust Life of Chicago. Mr. Olson 
is not spectacular in any of his oper. 
tions. Instead he is conservative in his 
utterances and sound in his mental pro. 
cesses. 

Some of the observations made by Mr. 
Olson at the Mutual Trust's agency 
convention last week are undoubtedly 
of interest to life insurance men gen- 
erally. 

Gives Salient Problems 


Mr. Olson sees the life companies con- 
fronted with three overshadowing prob- 
lems at this time—frozen assets, low 
interest rates, and high mortality, He 
believes that all of these problems can 
be solved, that all of them are serious, 
but that none is dangerous. 

Mr. Olson especially deprecates the 
unfavorable references that are being 
made to the assets of some companies. 
He is convinced that this is damaging 
to the whole structure of life insurance. 
It is true that some companies have too 
many railroad bonds in their investment 
portfolios, that others are overloaded 
with unmarketable farm mortgages, and 
that still others have had to foreclose 
on too much city property. 

“But why tell the public about it?” 
Mr. Olson asks. “What good does that 
do? Life insurance is the one thing 
that has come through this depression 
100 percent so far as the policyholder is 
concerned. It has the confidence of the 
public as never before, and yet some 
agents seem to be willing to destroy 
that confidence, built up at such a cost 
and over so long a period of time, by 
making slighting references to the in- 
vestment position of some companies 
that are at the worst only in temporary 
difficulties and which will without a 
doubt weather the storm. 


Sees This as “Treason” 


“The agent who does that is guilty of 
treason to the institution of life insur- 
ance. They are undermining the public 
faith, not in the companies they refer 
to so slurringly, but in all life insur- 
ance. What is worse, they are doing 
this at a time when it is easy to destroy 
public confidence in anything, because 
of the disastrous failures that have oc- 
curred in everything but life insurance 
in all parts of the country.” 

Mr. Olson is of the opinion that the 
companies with an excess of frozen as 
sets will work themselves out of theit 
present difficulties but that it will take 
them a few years to do so. If they were 
forced to liquidate their holdings now 
they would be in serious trouble, but 
that is not the case. Time will help 
them more than any other one thing, 
and their investment status will surely 
improve as normal conditions return. 

He feels that the low interest rates 
companies are earning on their invest 
ments present a pressing and immedi- 
ate problem. Many companies are pay 

(CONTINUED ON PAGE 11) 
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Colgrove “Pool” Plan Now 
Before U. S. Supreme Court 


ILLINOIS IS OPPOSING WRIT 


Chicago Man Institutes Certiorari Pro- 
ceedings Following Adverse Deci- 
sions—Expects Ruling in Spring 


The Mutual Estate Association plan 
of selling life insurance, originated by 
Cc. W. Colgrove of Chicago and thrown 
out by the Sangamon county, Il, dis- 
trict court and then by the Illinois su- 
preme court, is now before the United 
States Supreme Court and a decision is 
expected early in the spring. 

The attorney-general of Illinois has 
just filed a brief with the U. S. Supreme 
Court in behalf of the Illinois director 
of trade and commerce opposing Mr. 
Colgrove’s petition for a writ of certi- 
orari for review of the Illinois supreme 
court’s decision, holding the Colgrove 
system contrary to public policy. 

Argument of State 


The Ilinois attorney-general argues 
that the system constitutes a wagering 
contract opposed to public policy, each 
party to the contract engaging in pure 
speculation upon the life of every other 
party to the contract. 

It will be remembered that the Col- 
grove plan contemplates formation of a 
club or association of life insurance 
policyholders, all of whose policies are 
standard contracts made payable to es- 
tate. However, these policyholders ex- 
ecute a separate agreement between 
themselves to maintain their insurance 
in force for at least five years unless 
it shall mature as a death claim prior 
thereto, and each agrees that in the 
event of his death within the first five- 
year period, 25 percent of the face of his 
policy shall be set apart by the benefi- 
ciary trustee and divided into pro rata 
shares, to be applied in paying premiums 
of the surviving members in the asso- 
ciation, the other 75 percent being paid 
to the deceased's estate or to benefici- 
aries designated by him. 


Details of Agreement 


In this agreement the members desig- 
nate a corporate trustee and also an 
executor, who in actual practice are one 
and the same. The executor is to re- 
ceive the proceeds in case of any mem- 
ber’s death and to turn over the 25 
percent to the trustee under the agree- 
ment. After the first five policy years 
this agreement automatically becomes 
void and there are no further restric- 
tions, all the proceeds in the case of a 
member’s death being payable to estate 
or beneficiary. 

The Illinois attorney-general’s brief 
recounts that it is well established that 
a person may take out insurance on his 
own life and designate as beneficiary 
any person he may choose, even though 
the beneficiary has no insurable inter- 
est in the insured’s life, unless this bene- 
ficiary is the motivating force in pro- 
curing issuance of the policy. It also 
has been determined by many court de- 
cisions that a person, having insured his 
own life, may make an assignment of 
the policy to a person who has no in- 
surable interest therein, provided the 
policy was taken in good faith and not 
for the purpose of assignment. 

owever, the state of Illinois con- 
tends that the Colgrove system does 
not fall within either of these two rules 
or any principal corollary thereto. It 
1s argued that none of the policyholders 
im a mutual estate association has any 
interest in the continued life of the other 
parties to the contract, but each such 
policyholder does have an interest in 
the death of other members within five 
years. It is this result which, it is 
claimed by Illinois, injects the wager- 
ing factor into an otherwise business- 
like and admittedly legal arrangement. 
Mr. Colgrove contends that the plan 








New York Agencies Are 
Off on August Figures 








Preliminary figures on paid-for busi- 
ness for New York City agencies indi- 
cate that August was in general a bad 
month. 

Following are figures on paid-for busi- 
ness of some of the larger agencies, 
the first amount for each agency being 
the August business and the next below 






it being the total for the first eight 
months: 
1931 1930 
Cc. B. Knight... $ 2,175,! $ 2,053,000 
Union Central 22,796,000 22 000 
J. B Giyrick.....<- 1,704,000 2 795,000 
Mutual, N. Y.... 26,421,000 31,604,000 
R. H. Keffer. - 1,540,000 2,896,000 
Aetna Life...... 17,419,000 25,923,000 
J. EK Hall.... , 1,439,000 1,283,000 
Penn Mutual ... 15,147,000 21,966,000 
Cc. E. De Long : 1,405,000 1,751,000 
Mutual Benefit 16,501,000 21,784,000 
Keane-Patterson 1,204,000 793,000 
Mass. Mutual 12,620,000 11,808,000 
J. A. MeNulty.. ‘ 926.000 603.000 
Prudential ..... 9,346,000 5,276,000 
Johnson & Higgins 1,576,000 2,024,000 
Prudentl., Home 18,648,000 17,052,000 
A. Kakoyannis.. 1,471,000 866,000 
Prudential ..... 13,851,000 9,866,000 
J. M. Fraser...... 1,076,000 1,011,000 
Connecticut Mut. 12,446,000 16,882,000 


is legal and that it is no concern of the 
state what happens to the proceeds of 
a man’s estate, for he can devise it as 
he wills. It is the thought that the 
only power in this direction lies in the 
hands of heirs or claimants under an 
estate, who may institute civil actions. 
Mr. Colgrove contends that this plan 
constitutes a strong incentive for tak- 
ing life insurance and causes many men 
to carrv adequate amounts of insurance 
who without the plan probably would 
not do so. Therefore he holds the plan 
is also beneficial, 


Colgrove Claims Property Right 


The application for a writ of certi- 
orari from the supreme court was made 
however largely on the claim that vital 
legal citations were ignored by the IIli- 
nois supreme court, which held simply 
that the plan was opposed to public 
policy. Mr. Colgrove also claims that 
he has a property right in the plan 
which would be violated by the two pre- 
vious court decisions, a claim which 
brings him within the constitutional re- 
quirements necessary for review by the 
United States Supreme Court. 





Commissioner King Has 
Cotton Relief Proposal 





Commissioner King of South Caro- 
lina has contributed to the many pro- 
posals for relief to the cotton planter. 
Mr. King suggests substitution of state 
cotton warehouse receipts for securities 
posted by insurance companies as de- 
posits with the insurance department. 

Mr. King pointed out he has author- 
ity to designate the security to be de- 
posited and he would accept state ware- 
house receipts if the insurers would lend 
money to cotton farmers. He estimates 
that about $5,000,000 is available in 
South Carolina for this purpose and 
about $100,000,000 in the cotton grow- 
ing states. : 

It is proposed that the companies use 
the funds now posted as deposits to lend 
farmers 80 percent, taking warehouse 
receipts in return. 





Plan for 2,000 Members 


The membership of the New York 
City Life Underwriters’ Association has 
already reached the figure it had at- 
tained Oct. 1, 1930, and is now close to 
1,700. Prospects are favorable for the 
attainment of the goal of 2,000 members 
by the first of the year. 


Order your 1932 calendars from The 
National Underwriter. Information free 








INSURANCE EDITION 


Appleby Comments on the 
Conditions of These Times 


ADJUSTMENT WILL BE SLOW 


President of the Ohio National Recites 
Functions of Life Insurance in 
Day of Disorder 


President T. W. Appleby of the Ohio 
National Life, which is holding its 
agency convention this week at the 
Edgewater Beach hotel in Chicago, was 
the banquet speaker Wednesday eve- 


ning. Mr. Appleby centered his atten- 
tion on the catastrophic changes that 
have taken place during. the last two 


years in government, finance, business, 
agriculture, commerce and, in fact, al- 
most all activities. Mr. Appleby traced 
the causes of this great upheaval and 
commented especially on the problem of 
unemployment which is facing the na- 
tion. He predicts that the period of 
readjustment will be long and painful. 
During the time he stated the standard 
of living will be maintained and there- 
after be continually § increased Pn 
reference to life insurance in his talk he 
said: 

“A thing that is immediately ahead of 
us is old age pensions. I express the 
hope that a liberal arrangement will be 
worked out by industrial and private 
agencies equipped to furnish these, such, 
for example, as life companies. If not, 
the government will be forced to act, 
and the great opportunity for life com- 
panies to give a great deal of service in 
any great national plan of the future 
will be lost. 

Given 


New Evidence Is 


“Life insurance has given a new evi- 
dence of its stability, unaffected as a 
system by financial and _ industrial 
storms. It has given patent evidence of 
its ability to serve the public as a stab- 
ilizer, not only by the general invest- 
ment programs but by its loans to 
policyholders, helping hundreds of thou- 
sands of people over this extraordinarily 
difficult period. Many of those so helped 
could not have gone to banks because 
of lack of security or the inability of the 
banks to respond to the necessities, and 
consequently had no other resource. We 
estimate that life companies will put 
out new money for policy loans during 
this year between six and seven hun- 
dred millions. Last year it ran well 
over half a billion. 


Effect of Policy Loans 


“Policy loans are always to be de- 
plored because of the weakening of the 
security to the beneficiaries by reducing 
the amount to be paid at maturity and 
because of the increased tendency of 
lapsation, but in this instance it will 
serve to concentrate the public mind on 
life insurance in an approving way as 
nothing perhaps could, and will make 
for a much more popular institution in 
the years immediately ahead of us. My 
opinion is that almost in spite of any 
conditions in the next ten years we shall 
begin to see the fulfillment of the fa- 
mous prophesy of Elizur Wright, which 
was: ‘As population, intelligence and 
refinement advance, life insurance must 
become a more and more essential part 
of the social fabric. It will involve a 
larger and larger portion of the capital 
of the country, and become, perhaps, 
the chief treasury of accumulated sav- 
ings.’ 

“Almost immediately when this per- 
iod of adjustment turns favorably, the 
first concern of men will be to repair 
and increase the life insurance protec- 
tion for their families, and in the next 
ten years, beginning in 1932 or 1933, life 
companies will have an expansion equal 
to any like period in the past.” 


The Colorado Life has been licensed in 
Nebraska, which will be supervised di- 
rect from the home office in Denver. 








Quits Insurance 











HART 


Hugh D. Hart, who resigned as vice- 
president of the Penn Mutual Life to 
engage in other enterprises, is leaving 
the life insurance field but is now en- 
gaged in the writing of a book on 
agency building. Mr. Hart is regarded 
as one of the most brilliant men who 
have walked across the stage of life in- 
surance. 


Hugh Hart Decides to Go 
Into Another Line of Work 


PHILADELPHIA, Sept. 3.—Hugh 
D. Hart has resigned as vice-president 
of the Penn Mutual Life, his resigna- 
tion having become effective Aug. 12. 
Following several months of rest he has 
again become active and has entered two 
different lines of business. He is an 
equal partner in the new organization 
of Brown & Hart, Inc., radio advertis- 
ing, 500 Fifth avenue, New York City. 
Members of the board beside Mr. Brown 
and Mr. Hart are Van Sims, vice-presi- 
dent Lord & Taylor, New York City; 
James Roosevelt, son of Governor 
Roosevelt, vice-president Victor M. De 
Gerard Company, New York and Bos- 
ton; Henry Doyle, partner Perot, Adair 
& Co., investment bankers, New York 
and Washington; Harold Ley, president 
Life Extension Institute and partner in 
Fred T. Ley & Co., New York City; 
Vincent B. Coffin, superintendent of 
agencies Connecticut Mutual Life. The 
new company is the national represen- 
tative for 185 radio stations. 

Has Other Connections 


Mr. Hart's second connection is with 
the recently organized Connecticut Food 
Products Company of Stamford, Conn., 
of which he has been elected chairman 
of the board. Recently Mr. Hart has 
been elected a member of the board of 
Fiduciary Estates, Inc., 67 Wall street, 
New York City; member of the board 
of the Victor M. De Gerard Co., 1 Wall 
street, New York City; member of the 
board of the Mill Creek Realty Com- 
pany of Philadelphia 

Mr. Hart had been a member of the 
board of directors of the American Col- 
lege of Life Underwriters from which, 
no longer being connected with the busi- 
ness of life insurance, he has resigned. 
He is writing a book on agency build- 
ing to be ready for distribution a few 
months hence. 


Bids for Station WAPI 

S. F. Clabaugh, president Protective 
Life, Birmingham, has submitted a bid 
to lease radio station WAPI. The sta- 
tion is located on the Protective Life 
building and is the property of four 
Alabama colleges which have found its 
operation financially burdensome. 
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New Home Office Building 





A Complete Life 
Insurance Service 


for a Modern Age 


c> 
We Offer 


—Policies all ages, 1 day to 70 years. 


—Both Participating and Non-Participating. 


—Non-Medical—Sub-standard. 


—Disability, Dismemberment and Surgical Benefits. 
—Special Monthly Premium Payment Plan. 


—Double Indemnity. 
—Children’s Policies with Beneficiary Insurance. 


—NEW FAMILY INCOME PROTECTION 


POLICY. 
—Sales Planning and Circularizing Department. 


—Producers’ Club. 


es 


WRITE DIRECT TO HOME OFFICE 


Available territory in seventeen 
states West of the Mississippi 
River and in Illinois and Florida. 


c™ Cr” 





Central States Life 
Insurance Company 


James A. McVoy, President 


HOME OFFICE: SAINT LOUIS 
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Final Program Announced 
for Industrial Conference 


WILL MEET AT ASHEVILLE 


McAndless, Greer, Fletcher and Smith 
Main Speakers From Outside 
Conference Ranks 


The program for the annual meeting 
of the Industrial Insurers Conference, 
to be held at Asheville, N. C., Sept. 16- 
18, has been announced by George R. 
Kendall of the Washington National, 
president. The golf tournament as usual 
will be a feature and there will be an 
excellent program of entertathment for 
the visiting ladies. The program for the 
business session follows: 


Wednesday, Sept. 16 


Address of welcome, Otis Green, mayor 
of Asheville. 

Response, 
sular Life. 

President’s address, George R. Ken- 
dall, Washington National. 

Report of committee on credentials, 
J. A. Walker, Missouri Insurance Co. 

Report of entertainment committee, O. 
E. Starnes. 

Address, “The Need and Importance of 
Properly Qualified Agents,” C. C. Greer, 
insurance commissioner of Alabama. 

Report of grievance committee, F. J. 
Walker, Kentucky Central. 

Report of treasurer, G. W. 
Home Security Life. 

Address, Maj. A. L. Fletcher, deputy 
insurance commissioner of North Caro- 
lina. 

Report of statistical committee, R. A. 
Halley. 


Frank E. Jennings, Penin- 


Munford, 


Thursday, Sept. 17 


Breakfast served in conference room. 

Report of good of the conference com- 
mittee, B. L. Tatman, Reliable Life & 
Accident. 

Address, “Some Observations of the In- 
dustrial Insurance Business, H. N. 
Lukins, Washington National. 

Address, “Some Underwriting 
lems of Ordinary Life Business,” 
McAndless, vice-president Lincoln 
tional Life. 

Address, “Inspecting Industrial Busi- 
ness,” H. C. Smith, Retail Credit Co. 

teport of executive committee, BD. T. 
Burr, Durham Life. 

Report of law committee, P. M. Estes, 
Life & Casualty. 

Report of membership committee, A. 
D. Johnson, United Insurance Co. 


Friday, Sept. 18 
committee, G. N. 


Prob- 
A. J. 
Na- 


Report of auditing 
Spring. 
Address, A. B. Langley, Carolina Life. 


Address, “Why the Heavy Lapse on an 


Industrial Health and Accident Debit?” 
Frank J. Walker, Kentucky Central 
Life & Accident. 


Executive session, limited to company 
officials. 

Report of advertising committee, W. 
R. Lathrop, Southern Life & Health. 

Statistical report, J. R. Leal, Interstate 
Life & Accident. 

Informal discussion. 

Speculative insurance, W. R. Lathrop. 

Informal discussion. 

New business. 

Report of nominating committee. 

Election of officers. 

Selection of time and place of next 
meeting. 





Cravens, Dargan & Co. Give 
Texas Christian Scholarship 








For the second consecutive year, 
Cravens, Dargan & Co., state agents 
for the Northwestern National Life at 
Houston, Tex., have awarded a senior 
scholarship of $50 a month to a student 
at Texas Christian University. This 
year Clyde Roberson, star athlete, has 
received the award, in return for which 
he is expected to give part of his time 
each day to life insurance work. After 
graduation he will become a full-time 
producer for the Texas agency. If the 
plan works out successfully it is planned 
to extend it to other universities and 














colleges of the state. 








Occupies Dual Role as 
Life Company President 











Cc. E. BECKER 


C. E. Becker is president of the Great 
American Life of San Antonio, Tex., 
and also serves in the same capacity 
with the Continental National of Den- 
ver. Both of these companies are mak- 
ing rapid progress, the Continental Na- 
tional having already entered ten mid- 
dle and southwest states. The Great 
American, not as old as the Denver 
company, is only in Texas and Colo- 
rado. Plans are now under ‘way to 
develop its agency plant and enter it 
in several other states. 








Definite Drive to Reduce 
Lapsation of Life Policies 


A drive to cut its present lapse rate 
by at least one-third has been launched 
by the Northwestern National Life of 
Minneapolis with President O. J. Arnold 
at the helm. 

Carl A. Peterson, supervisor of agen- 
cies, has been selected by President Arn- 
old to assist him in this conservation 
effort. Mr. Peterson will take direct 
charge of the campaign, working chiefly 
with general agents. Mr. Peterson’s 
training and experience in the field make 
him well qualified for the task, which 
will be in addition to his present work 
of placing new general agencies for the 
company. 

This war against lapses will not be a 
spasmodic campaign, nor has a definite 
time limit been set. Its object, as ex- 
plained by President Arnold, is to effect 
a persistent and permanent improvement 
in the lapse ratio of every fieldman 
whose percentage is too high. 

In setting a one-third reduction as his 
goal President Arnold feels that he is 
not asking the impossible, for this is 
exactly what was accomplished some 
years ago when persistent concentration 
against lapses by the men on the firing 
line enabled the Northwestern National 
to cut one-third from its lapse ratio. 


New Chicago Directory 


Tue NATIONAL UNDERWRITER has issued 
the 1931 edition of the Chicago Insur- 
ance Directory, it being a complete com- 
pendium of information of insurance in 
Chicago and Cook county. This gives 
some information as to companies and 
their representation, agents and the 
companies they represent, classification 
of people in the business. It gives a 
complete list of subagents and brokers. 
Chicago is a very important insurance 
center as the book indicates, it having 
400 pages. This is a handy reference 
book that is used daily by many insut- 
ance men and banks. 
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———_ Urges Agents Save 
Their Renewal Commissions 





Is PROVISION FOR OLD AGE 





Penn Mutual General Agent and Other 
Big Producers Give Tips at San 
Jose, Cal, Meet 


A million dollar personal producer, a 
four million dollar unit manager and a 
twenty million dollar general agent were 
the big guns in the program of San 
Jose, Cal., life underwriters at a “pep” 
meeting in that city. J. M. Hamill, 
Equitable of New York at San Fran- 
cisco, million dollar producer, spoke on 
“Facts as they exist in our business in 
this year, 1931”; J. J. Valentine, $4,- 
900,000 unit manager, spoke on “Busi- 
ness Insurance,” and B. F. Shapro, 
Penn Mutual, president San Francisco 
Life Underwriters Association, $20,000,- 
900 general agent, raised the sights of 
his audience, urging them to take heed 
of the biblical instruction, “Physician, 
heal thyself” and save every penny of 
their renewals for the years to come. 

“You are sunk in the years to come 
if you do not sink every dollar of your 
renewal commissions,” he said. “Those 
renewal commissions belong to the old 
man you are going to be.” 

Shows Renewal Chart 


He presented the renewal chart of 
which he is the originator, demonstrat- 
ing the large sum that can be accrued 
on a production of only $160,000 a year. 
He scored the life underwriter who en- 
deavors to sell his clients on the value 
of protection for old age and then en- 
tirely neglects to make proper provision 
for himself. 

The trouble with many life under- 
writers, he said, is that there are any 
number of things they can do better 
than sell life insurance, such as bridge, 
golf or other pastimes. 

Mr. Hamill impressed that life insur- 
ance is subject to the same economic 
laws as other business. In the period 
following the market crash, life insur- 
ance men were prone to feel that be- 
cause production kept climbing, the 
business was not subject to the same 
economic laws. The falling off, he said, 
was only delayed and it is now up to 
life underwriters to recognize that it is 
just as necessary for them to take off 
their coats and get to work as it is for 
those engaged in other business. 


Concentration on Job 


He urged agents and managers to get 
on the job early in the morning and re- 
main late, soliciting at night, and if 
necessary holding agency meetings at 
night so working hours can be spent 
with prospects. “Unless you increase 
your efforts at least 30 percent this 
year, you are going to take a terrific 
beating in your production,” he said. 
He urged stressing the investment side 
of life insurance, “if for no other reason 
than to coax out the millions of dollars 
that are now being hoarded.” 

“There is little competition for the 
underwriter who is filling needs,” Mr. 
Valentine said. He cited his own unit 
in which nine of the 39 men are 25 per- 
cent ahead of last year, 12 are just 
about even and 18 are behind. He said 
the 21 who are ahead know there is a 
depression and are out to beat it, 
whereas the other 18 believe they can 
do nothing about it. 

F. McKenna, unit manager, 
Shapro agency, presided at the meet- 
ing, which was opened by Graham 
Peake, New York Life office, San Jose. 





Changes in Title Made 


The Western & Southern Life an- 
hounces that in the future its field su- 
Perintendents will have the title of man- 
ager .and the assistant superintendents 
will become superintendents. 





Huebner Sees Dole Near, 
Urges Action to Prevent It 





BUSINESS MEN SHOULD ACT 





Value of Life Insurance from Invest- 
ment Standpoint Also Emphasized 
in Address at San Francisco 





SAN FRANCISCO, Sept. 3.—Stating 
that he feared government unemploy- 
ment insurance and the ultimate estab- 
lishment of the dole in the United 
States, Dr. S. S. Huebner issued a call 
to business men of the nation to prevent 
this in an address here under the joint 
auspeces of the commercial club, cham- 
ber of commerce and San Francisco 
Life Underwriters Association. 

Speaking on “Eliminating Investment 
Risks,” he developed a broad economic 
picture, in which he deftly and effec- 
tively exposed weaknesses which could 
only be fortified by insurance. He 
stressed life insurance particularly as 
one of the four elements of the average 
American investment which is available, 
dependable and unshrinkable. Reviewing 
the history of depression periods as well 
as the statistical records of securities, 
he showed how the value of securities in 
this country had dropped $50,000,000,000 
since 1929 and how 13 of the accepted 
“best securities” dropped in value more 
than $5,000,000,000 in 100 days this year. 

He recommended that the business 
men of the country assume the task of 
meeting the unemployment insurance 
problem. 

“I am inclined to think we are headed 
for government insurance to protect 
against unemployment,” he said. “I for 
one will be very sorry to see it. I be- 
lieve in keeping the government out 
of business. I think we are headed for 
the dole. Of all things I do not like 
to see it is the dole. It undermines the 
economic character of the recipient un- 
til he begins to feel and then comes to 
believe that the world owes him a living. 
I would like to see every business 
handle this problem itself. The state 
may step in any say what shall be done 
but private business should actually 
handle it.” 

He advised the small business, part- 
nerships or individual concerns to util- 
ize insurance as the only sure means of 
creating emergency funds for the future. 





Prominent Factor 














EDWIN 0. OLSON 


Edwin A. Olson of Chicago, president 
of the Mutual Trust Life, was a big 
factor at the convention of the agency 
club at Bigwin, Ont., last week. Mr. 
Olson is one of Chicago’s foremost 
citizens, being an able lawyer and for- 
mer United States district attorney. 
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New York Life Agents’ compensation includes “‘Nylic’’, 
a monthly payment beginning after two years’ service, 
based on previous production. This gives them a 
certain regular income increasing from time to time 
during the next 18 years, based upon the same annual 
production of new business. ‘‘Senior Nylics’’ have 
served a minimum of 20 years and are drawing an 
annuity, payable in monthly instalments for life, 
whether they retire or continue in production. Most 
of them are still active. Some, at 50 to 70 years of 
age, are doing even a million or more. 





NEW YORK LIFE INSURANCE COMPANY 
51 Madison Avenue, Madison Square 
New York, N. Y. 
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(Facsimile of Illustration in Lapse Letter No. 3050) 


WHEN PoLicyHOLDER No. 318714 
SAw Tuis Picture 


» » » 


W. D. Foster, district manager at Austin, Texas, 
tells the story as Follows: 


“Because he could not get sufficient funds to pay his 
premium, Policyholder No. 318714 had allowed his 
policy to lapse and had just decided to forget it. When 
the morning mail brought him a lapse notice on Form No. 
3050, and | in turn received a notice of this lapse and 
called him over the telephone, he replied: ‘I have been 
trying to get you. Please wait at your office for me.’ 


“W/hen he came in he asked if there was not something 

| could do to help him out; that after receiving what he 

had received in the morning mail he could not let his 

policy lapse as he had intended doing. He pulled out 
the lapse notice and said: 


“When a company renders such a service as this and 

puts such a picture before a man’s eyes, he would be a 

nut to allow his policy to lapse. With the unique ex- 

tension service that this company affords it is possible for 
anyone to keep his insurance.’ 


“The policy was reinstated, and| do not believe that there 


is a company in existence today that renders as much 
cooperation to its agents as Northwestern National.” 


This is just another illustration of how NWNL works 

hand in hand with its agents, furnishing them with 

the best possible tools and services to help them sell 
and keep business. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O. J. ARNOLD, parsiwent 


STRON G~— Minneapolis Minn. ~ LIBERAL 

















Mutual Trust Convention 
Brought Out Many Points 





By HOWARD J. BURRIDGE 


Members of the “Old Faithful Club” 
of the Mutual Trust Life of Chicago 
held their annual convention at Bigwin 
Island, Ont. So far this year the Mu- 
tual Trust is only 8 percent behind 1930 
in paid for business, and at the meet- 
ing plans for wiping out this compara- 
tively small deficit and producing an in- 
crease for 1931 were discussed. 

Two Ideas Predominated 


Two ideas predominated throughout 
the convention and were mentioned by 
nearly every speaker. These were sell- 
ing life insurance as an investment and 
planning in advance every step of the 
agent’s work —prospecting, presentation, 
initial preparation—everything. These 
two subjects were developed from many 
angles. 

The meeting got away to a happy 
start with an enthusiastic get together 
dinner. President E. A. Olson presided. 
He introduced the officers of the Old 
Faithful Club—the production leaders of 
1930. V. F. Pettric of Milwaukee, with 
a paid for business of $1,100,000, was 
presented as the club’s president, the 
other officers being J. J. Zilio, Chicago, 
vice-president, and W. F. Larsen, 
Springfield, Mass., treasurer. W. A. 
Smith of Lewiston, Me., was the leader 
in the number of lives written—330. 

Home Office Men Presented 


The home office officials in attendance 
were introduced, and Mr. Olson then 
presented nine five-year service buttons, 
four representing ten years of continu- 
ous service, and N. C. Olmstead, Web- 
ster City, Ia., received one in recogni- 
tion of having rounded out 15 years. 

Agency Director C. W. Noble was in 
charge of the first regular business ses- 
sion which was devoted to a discussion 
of the need for planning every step of 
the sale. Vice-President A. B. Slatten- 
gren’s topic was “Planned Work.” He 
said that all planned effort requires rigid 
self management. No life man who is 
unable to control himself can possibly 
control his work. He said that the four 
cornerstones of planned work are knowl- 
edge, judgment, decision and action. 

Agency Assistant C. I. Ramstad dis- 
cussed “Planned Prospecting.” He as- 
serted that 35 percent of all success in 
life insurance selling depends on intelli- 
gent prospecting. Every man must 
evolve his own prospecting system. It 
must be as individual as his sales pres- 
entation. He must first submit himself 
to a self analysis and decide that his 
prospecting is to be done among those 
who are similar to him in age, financial 
responsibility and cultural and mental 
developments. There are as many differ- 
ent prospecting plans as there are sales 
talks. It is not so important which one 
is used as it is that the prospecting be 
done among those most similar in a gen- 
eral way to the agent, and that a pros- 
pecting plan be carried on consistently 
and unceasingly. 

Victor Pettrie’s Address 


Victor F. Pettric, Milwaukee general 
agent and the ace of the Mutual Trust’s 
selling staff, spoke on “Planned Prep- 
aration.” The subject suited him ad- 
mirably because he plans every phase of 
his work. He began by planning his 
office and the furniture that went into 
it. He uses unusual and especially pre- 
pared letter heads, business cards, pro- 
posal forms, etc. He has the pockets of 
his clothes made a special size so as to 
exactly fit the selling material he car- 
ries. 

Mr. Pettric regards himself as being 
in the business of analyzing his pros- 
pect’s financial problems and providing 
the solution to them with life insurance. 
This is vastly different from merely sell- 
ing life insurance. Mr. Pettric says that 





he sells life insurance only as it aids in 
solving a prospect’s financial problem, 
He tells this to prospect. He be. 
lieves in being different by contrast and 
carefully plans to be. He even uses a 
fountain pen that has a transparent bar- 
rel which shows the amount of ink in jt 
because the pen never fails to attract the 
prospect’s attention and stands out as 
something decidedly novel. 
Gilbert Knudtson on the Program 


Vice-President Slattengren was the 
home office executive in charge of the 
second business session at which Gilbert 
Knudtson, Pacific Coast manager, was 
the first speaker. He gave a presenta- 
tion of life insurance as an investment 
using a series of charts. He warned 
against the use of too much negative 
comment on other forms of investments, 
saying that to do so might raise doubt 
in the prospect’s mind as to the perma- 
nent stability of all forms of invest- 
ments, including life insurance. 

In discussing the investment presenta- 
tion of life insurance Agency Director 
C. W. Noble made the comment that 
the average man is a saver or an accum- 
ulator—not an investor. The real in- 
vestor, the man with sums of money to 
invest, is only encountered rarely 
whereas the saver is to be found on 
every hand. As illustrating the pitfalls 
that await the investor Mr. Noble cited 
the findings of an investment advisory 
service of investors in Boston, New 
York and Philadelphia over a period of 
years. 

Results of Survey 

Their survey set forth that the in- 
vestor saving $300 a year at 5 percent 
compound interest could save $10,000 in 
20 years. However owing to shrinkage 
in values, losses, market fluctuations and 
other factors over which the investor has 
no control it was found that it took the 
average saver 34 years in which to save 
the $10,000. This being the average it 
meant that some saved more, some less, 
and that some had their savings wiped 
out. 

Life insurance presents the picture of 
being able to produce $10,000 at the 
end of only 28 years for the man who 
will save $300 a year and every step 
of the transaction will be guaranteed. 
Mr. Noble developed the contrast in a 
striking manner. Continuing the same 
line of thought D. H. Hostetter, agency 
assistant, spoke on “Presenting Life In- 
surance Property.” 

Settlement Optiens 


L. R. Lunoe of Boston, manager of 
the eastern department, discussed settle- 
ment options and their importance. All 
life insurance, Mr. Lunoe said, should 
be expressed to the prospect in terms 
of monthly income not as a lump sum. 
Men buy life insurance to protect their 
dependents but they fail of their objec- 
tive if they buy lump sum policies. That 
is why a knowledge of the various set- 
tlement options is so vital, further, when 
a policy is expressed in the terms of the 
monthly income it will buy for depen- 
dents it is seen to be inadequate. 

When he finished his talk Mr. Lunoe 
acted as the prospect while B. N. 
Woodson, Jr., agency assistant “sold 
him a 20 payment endowment at 65. 

Roger B. Hull, managing director of 
the National Association of Life Under- 
writers, and E. A. Olson, the Mutual 
Trust’s president, were the speakers at 
the banquet. Mr. Hull’s topic was “The 
Modern Life Underwriter, a Social En- 
gineer.” Mr. Olson reviewed conditions 
in the life business today. 

“Don’t hang crepe on the doorknob 
of one company in order to sell life m- 
surance in another,” he advised. _He 
warned against any form of “knocking 
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while all companies are passing through 
a trying period. He said that the agent 
who infers that the financial condition 
of a certain company may not be sound 
is really shaking the faith of the public 
in the whole institution of life insurance 
and at a time when public confidence 
should be carefully cultivated. 


Session for Agents 


The final business session was for 
general agents only—for members of the 
“Organization Club.” John H. Ehn, 
Hartford, Conn., presided. L. R. Lunoe, 
Boston, the first speaker, said that 40 
percent of an agency’s production 
should come from new men in order to 
maintain a healthy growth and if the 
figure got below 25 percent the agency 
was definitely on the down-grade. He 
referred to general insurance men as the 
most promising new agency material ob- 
tainable today. 

Agency Director C. W. Noble out- 
lined the beginners’ course he has just 
written and which is to be given to all 
of the company’s new agents. He be- 
lieves that the original conception of 
business given to the new man is of 
yital importance and that it colors his 
whole future career. 

Gilbert Knudtson, Pacific Coast man- 
ager, outlined the mistakes to be avoided 
in finding and training men and Vice- 
President A. B. Slattengren closed the 
convention with an explanation of the 
new “Agency Progress Report” through 
the use of which the standing and ef- 
ficiency of general agents is to be rated 
in the future. 





Convention Notes From 
Mutual Trust Meeting 





When the company’s special train 
pulled out of Chicago the “convention 
extra” of the agency house organ was 
distributed. It contained instructions 
for the entire trip, and made clear the 
procedure to be followed in checking 


baggage, securing room and berth as- 
signments, etc. It was the work of B. N. 
Woodson, Jr., agency assistant, who 


handled all of the details of the conven- 
tion arrangements. 
* * * 

Gilbert Knudtson of Los Angeles trav- 
eled the greatest distance to attend the 
convention. Mr. Knudtson is a popular 
figure at all Mutual Trust gatherings. 
He was for many years agency director 
at the home office, but decided some 
years ago to take up field work and is 
now Pacific coast manager. 

* * * 

Along the entire route of the special 
train from Chicago to Huntsville, Ont., 
comment was heard on the sign on the 
rear of the observation car reading, 
“Mutual Trust Life Insurance Co., Old 
Faithful Club-Special.” 

* * * 

The agency convention of the Previ- 
dent Mutual was in progress at Bigwin 
Inn during the same days as the Mutual 
Trust gathering, but the two meetings 
were held in different wings of the hotel. 
This week the Connecticut Mutual con- 
vention is on at Bigwin. 

* * * 

Bigwin Inn is on Bigwin Island in the 
Lake of Bays, 150 miles north of Toronto. 
It is a beautiful spot, but difficult to 


reach. After leaving the railroad a boat 
trip through several bays and a long 
winding channel must be taken. There 


is then another short rail jaunt, a few 
more miles on another boat, and then 
the island, two miles long by a half mile 
wide is reached. 

*x* * * 

At luncheon on the second day all 
those from the middle west were served 
Plain hash, with no vegetables and only 
two small cookies for dessert while the 
Atlantic and Pacific Coast delegates en- 
joyed a Sumptuous fried chicken dinner. 
This was the culmination of a contest 
held earlier in the year during the 
course of which the agents of the mid- 
dle west agreed to eat hash publicly at 
Bigwin if they lost. . 

* * * 


ee announced that there will be 
Cs convention of the Old Faithful 
ag og general agents will be called 
pose! the home office in January for a 
a. In 1933 there will be a gala 
all ng of the Old Faithful Club and 

qualifying for that convention will 


United Life Agents’ Club 
Holds Its 16th Convention 


Fifty field representatives of the 
United Life & Accident attended the 
16th annual White Mountain Club con- 
vention at Concord, N. H. This is the 
company’s production club. New offi- 
cers are: President, G. L. Jordan, Kins- 
ton, N. C.; vice-president, Joseph Rudy, 
Hartford, and secretary, J. B. Helfer, 
Newark. 

President Merrill Talks 


Morning sessions were devoted to 
educational purposes and the afternoons 
to recreation. The address of President 
R. J. Merrill opened the convention. 
Following were addresses by W. N 
Watson, manager Phoenix Mutual, Bos- 
ton; W. P. Coler, St. Louis, secretary- 
actuary American Life Convention, and 
H. P. Cooley, director of sales New 
England Mutual, Boston. 

Home office executives who addressed 
the club were J. V. Hanna, vice-presi- 
dent and actuary; R. J. Graves, medical 
director; F. E. Rushlow, claim manager, 
and H. T. Ring, conservation manager. 
The meeting closed with an entertain- 
ment and banquet at which President 
Merrill and Commissioner Sullivan of 
New Hampshire spoke. 





Speakers Aunwannnl he 
Life Group at Ad Sessions 


K. H. Mathus, advertising director for 
the Connecticut Mutual Life, who is 
chairman of the program committee of 
the group sessions of the Insurance Ad- 
vertising Conference, announces the 
program for the Toronto convention 
Oct. 4-7. 

Among the speakers will be E. P. 
Hermann, advertising manager Lincoln 
National Life, on “The Long Term 
Planning of Sales Promotion.” Another 
speaker will be Paul Speicher, of the 
Insurance Research & Review, Indian- 
apolis, on “What I Would Do if I Were 
a Life Insurance Advertising Manager.” 

At the group meeting of the life rep- 
resentatives, D. B. Slattery, manager di- 





rect mail department, Penn Mutual Life, | 
will discuss the question of getting the | 


proper followup by the field force on 
direct mail. He will tell of the forma- 
tion of the Penn Mutual Rainbow Club 
which was organized to 
terest in direct mail. 

R. H. Pierce, editor of the “Life 
Aetna-izer,”’ will talk on “Merchandising 
Advertising Literature to the Sales- 
man.” Mr. Pierce is also in charge of 
the advertising exhibit. 


stimulate in- | 


| 
| 
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Case Against Livingston 





LANSING, MICH., Sept. 3.—Hear- 
ing of the Security Life case in federal 
court at Detroit, set for Sept. 8, will be 
postponed to a date better suited to de- 
partment officials, according to Assistant 
Attorney General Eger, who is repre- 
senting Commissioner Livingston. The 
company obtained a temporary restrain- 
ing order against the commissioner after 
he had refused to renew its license in 
this state and the Detroit hearing will 
determine whether the injunction shall 
be made permanent. 

Mr. Eger has filed an answer to the 
Security Life’s bill in federal court. The 
commissioner contends that he was fully 
within his rights under the law in refus- 
ing to license the company and that the 
law, from the standpoint of protection 
of the insuring public, is entirely con- 


| stitutional. 


He denies that the company has, as 
claimed, spent $500,000 developing an 
agency plant in Michigan. Value of the 
insurance in force here is placed in the 
answer at $260,000, leaving $236,000 as 
the agency value if the company's figure 
is accepted. This, he says, amounts to 














LIFE AGENTS 


Since the inception of Life 
Insurance members of your pro- 
fession have been instrumental 
in insuring the success of their 
Often times to the extent 
that they have forgotten that they 
too would some day have to meas- 
ure their own success. 
your case. Are you satisfied that 
you are successful or that you are 


clients. 


becoming sor 


immediately in order that we may 
show you how wecan insure your 
success, at the same time insur- 
ing the success of your clientele. 


Address your communications to 


The Minnesota Mutual Life Insurance Company 
St. Paul, Minnesota 


Analyze 


If not, write us 














Visit the World’s Fair in Chicago. 
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A New Franklin Policy 


A low initial premium modified life 
policy with premium adjustment 
delayed until two years before 
end of life expectancy. 


Privilege of depositing money in ex- 
cess of premiums. An attractive 
rate of interest is paid on such 

Total of deposits and 

may not exceed an 

amount sufficient to make the 
policy paid up for life. 


deposits. 
interest 


Exchange and readjustment options 
without evidence of insurability. 


A life insurance “protection—investment” 
built to meet today’s demand for security. 


THE FRANKLIN LIFE 


INSURANCE COMPANY 
Springfield, Illinois 
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BROKERAGE CONTRACTS 


For the right man, this company offers 
something exceptionally attractive in 
the way of Brokerage Contracts. If 
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you are an experienced insurance man 
with the necessary qualifications, do 
not fail to investigate what we have to 
offer. Write or call personally. 


The Dominion Life Assurance Company 
2724 Union Guardian Bldg. Detroit 
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$4,730 per agent, which is called an ex- 
cessive figure. If there is, as asserted, 
a monetary loss to company and agents 
through dissolution of the agency plant, 


he says that the responsibility is the 
management's. Many of the company’s 
contentions are questioned and proofs 
are demanded. 
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American Provident Is Sold 





Houston Company Bought by National 
Standard of Same City for 
$125,000 





HOUSTON, Sept. 3—The American 
Provident Life of Houston, organized 
in 1926, has been sold to the National 
Life of Houston, it is an- 
nounced by officers and directors of 
both companies. 

The American Provident had $7,500,- 


was announced at $125,000 cash for this 
business. 

When the American Provident was 
organized it had a capital stock of $100,- 
000 and a surplus of $100,000. This was 
raised later to $150,000 capital and $150,- 
000 contributed surplus. James Cravens 
was president, Kemp S. Dargan and 
Rorick Cravens, vice-presidents, and 
Price K. Johnson, secretary. 


Bacon Is President 


William Bacon is president of the 
National Standard and J. E. Josey, Sr., 


| chairman of the board. 


Reasons given for the sale of the 
American Provident were that the out- 
look was not the same as it was when 
the company was organized in 1926. 
Prospects of paying a dividend were 
found to be just as remote today as 
when the company was organized and 
stockholders were anxious to get their 
money out of the company and put it 
to other uses. 

It is understood that Mr. Josey of 
Miller & Josey of Baumont, is planning 
to buy up enough insurance companies 
to produce a $100,000,000 company. He 
has been quoted as saying that he could 
this manner much 
cheaper than by the individual salesmen 
method. 





National Savings Sues to 
Compel Approval of Merger 





TOPEKA, KAN., Sept. 3.—Judge 
McDermott of the federal court for the 
Kansas district last week heard the ap- 
plication of the National Savings Under- 
writers and the National Savings Life 
of Missouri for an injunction to pre- 
vent the Kansas department from inter- 
fering with the merger of the National 
Savings of Kansas with the National 
Savings of Missouri and also to compel 
the department to renew the Kansas 
company’s license in this state. 

Last winter the company sought to 
reduce its capital from $200,000 to $100,- 
000 and make a larger contribution to 
surplus. Commissioner Hobbs declined 
to permit this on the ground that he 
did not believe it was to the best in- 
terests of the policyholders. Proposals 
relative to the merger also failed to 
receive the commissioner’s approval. 

Judge McDermott took the applica- 





| to succeed J. 


tion under advisement after a four-day 
hearing. 


Newton D. Baker, N. L. Miller 
on Mutual Life, N. Y., Board 








Newton D. Baker, Secretary of War 
in the Wilson administration, and 
Nathan L. Miller, former governor of 
New York, have been elected to the 
board of the Mutual Life of New York 
G. Agar, resigned, and 


: a ~’ | the late G. P. Miller of Milwauke 
000 insurance in force and the sale price | : a 





Mr Baker is now senior member of 
the law firm of Baker, Hostetler & 
Sidlo of Cleveland, a director of the 
Cleveland Trust Company and the Bal. 
timore & Ohio railroad. Mr. Miller, who 
served as governor of New York jin 
1921-1923, is now a senior member of 
the law firm of Miller & Otis, New 
York City. 





Legal Reserve Change 


The Masonic & Knights Templars 
Mutual Life of Cincinnati has voted to 
change of an old line legal reserve com- 
pany. A few days ago the Ohio supreme 
court issued a writ of prohibition an- 
nulling the appointment of a receiver 
for the company by the common pleas 
court at Pomeroy, O., on an action 
brought by an old member. 





Southern States Was Impaired 


The convention examination of the 
Volunteer State Life as of Dec 31 last 
conducted by Alabama, Florida and 
Georgia brought out some facts with 
regard to the Southern States Life, 
which was taken over by the Voluntecr 
State Jan. 1. The Southern States re- 
serve was found impaired $156,221. The 
capital and surplus were entirely wiped 
out. The examiners set up $100,000 
from the assets as a reserve to meet 
the impairment. 





Missouri State Life Figures 


In the statistics for the Missouri State 
Life as filed with the Georgia depart- 
ment a minus sign was left off one 
item. In the first six months the Mis- 
souri State paid for $90,083,294 new 
business. Its total amount of insurance 
in force was $1,206,771,162, showing a 
loss of $43,149,412 insurance in force 
since Dec. 31. 





Supreme Liberty Homecoming 


About 125 representatives from 13 
states gathered at the head office of the 
Supreme Liberty Life in Chicago for 
a three-day agency homecoming con- 
vention. Among the home office officials 
who addressed the agents were Presi- 
dent H. H. Pace, T. K. Gibson, chair- 
man of the board; W. E. Stewart, secre- 
tary; Dr. M. O. Bousfield, medical _di- 
rector, and Dr. R. L. Bradby of De- 
troit who is a vice-president. 
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Ohio National Agents Meet 





Builders Club in Convention at Chicago 
Three Days This Week with Fine 
Program 





The Builders Club of the Ohio Na- 
tional Life started a three-day conven- 
tion at the Edgewater Beach hotel, Chi- 





cago, Sept. 2. Ray Hodges is president; 
W. R. Roszel, vice-president, and V. E. 
Templeton, secretary-treasurer. 
The theme Wednesday was “ 
Day Problems and Trends.” — Mr. 
Hodges led off and then E. E. Kirk 
patrick, superintendent of agencies, 
made presentation of the red and green 
banner to the club. S. J. Blashill, sec- 
retary, spoke on “Present Conservation 
Problems,” and C. M. Cartwright, mat 
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aging editor THE NATIONAL UNDER- 
WRITER, gave an address. 

A round table discussion on “Organ- 
izing the Sales Talk,” with J. W. Mil- 
holland as chairman started the Thurs- 
day meeting. James P. Sullivan spoke 
on “Underwriting Estate Shrinkage.” 
There was another round table discus- 
sion on “Organizing Our Work,” with 
Ww. C. Temple as chairman, the sub- 
subjects being, “Work Factors,” “Work 
Hours” and “Contacting.” 

President Appleby Speaks 


M. B. Oakes, president Research and 
Review Service, talked on “Daddy’s Re- 
port Card President T. W. Appleby 
gave an address at the banquet the 
second evening on “A New Era.” 

The series of round table discussions 
is to be continued Friday, the subject 
being “The Salesman in Action,” with 
O. C. Norton as chairman. Sub-subjects 
will be “Mental Attitude” and “The 
First Five Minutes.” Actuary J. H. 
Evans will speak on “Life Insurance as 
Property,” plans for 1932-33 will be 
drafted and Vice-Chairman H. A. 
Wheeler of the First National Bank, 
Chicago, will talk. 


Fidelity Mutual Life Rally 


Leaders Club of Philadelphia Company 
Holds Convention in Colorado 
Springs, Sept. 8-11 








The Leaders Club of the Fidelity Mu- 
tual Life will hold its convention in 
Colorado Springs Sept 8-11. The pro- 
gram follows: 

Tuesday, Sept. 8 


Formal opening of the convention, 
F. H. Sykes, vice-president and manager 
of agencies. 

Word of Greeting, President Talbot. 

Installation of Officers 

A Plain Talk to Fidelity Agents, Mau- 
rice Strauss, Newark. 

Sales Demonstration, Where Will You 
Put Your Money? Prospect, A. E. McEl- 
roy, Philadelphia; agent, Paul Wechsler, 
Philadelphia. 


Wednesday Morning 


The Art of Organized Prospecting, 
Fred Poe, Little Rock; J. H. Brennan, 
Chicago. 

Organized Sales Talks, L. A. Cerf, Jr., 
New York. 

Underwriting, Dr. J. L. 
director. 

How Life Insurance Defeats Depres- 
sion, J. B. Campbell, St. Louis. 

Wednesday evening—Round table dis- 
cussion on new business selection. 


Siner, medical 





Thursday Morning 


Accommodating Life Insurance Sales- 
manship to Current Conditions, Irvin 
Bendiner, University of Pennsylvania. 

Sales Demonstration, Selling a Young 
Manufacturer. Prospect, M. G. Perry, 
Baltimore; agent, T. M. Green, Balti- 
more, 

Rapid-Fire Talks, A. N. Anderson, At- 
lanta; J. C. Hupp, Fairmont; S. M. Klein, 
Philadelphia; F. E. Rochester, Minne- 
apolis; E. B. Stirdivant, Los Angeles; H. 
J. Wilhelm, Pittsburgh. 

Conservation—C. T. Feddeman, agency 
assistant. 

Award of president’s trophy. 

Award of Heron trophy. 

App-a-Week awards. 





Connecticut General Meets 





Commissioner Dunham of Connecticut 
and Manager Holcombe of Research 
Bureau Guest Speakers 





Commissioner H. P. Dunham of Con- 
necticut and J. M. Holcombe, Jr., man- 
ager Life Insurance Sales Research Bu- 
reau, were principal speakers at the 
three-day educational conference of the 
Connecticut General at Bigwin, Lake 
of Bays, Ont. Some 340 agents and 
home office men attended. 

G. E. Risley, agency secretary, was 
chairman. Business meetings, in charge 
of Vice-president W. I. King, opened 


dent R. W. Huntington. Mr. King de- 
livered the key address, “Our Market 
Today.” Other speakers were: H. T. 
Bass, Hartford, and L. A. Moshier, on 
“Better Prospecting”; J. V. Grid- 
ley, manager Boston _ office on 
‘Better Sales Presentations”; M. D. 
Pomeroy, Springfield, “Better Habits of 
Work”; D. C. Warlow, Philadelphia, 
and J. B. Slimm, general agent Utica, 
on “Broader Knowledge of the Busi- 
ness”; F. G. Pierce, manager Phila- 
delphia Office, on “Fundamental Essen- 
tials of the Solicitor Today.” 
Commissioner Dunham the second day 
gave a splendid talk on “The Agent’s 
Opportunity.” The theme of the meet- 
ing was “How to Meet Today’s Mar 
ket Through the Presentation of Life 
Insurance.” G. C. Yates, Philadelphia, 
spoke on “Insurance as an Investment.” 
A sales demonstration was given by E. 
C. Taylor and G. R. Robson, Spring- 


field. “Life Underwriting” was dis- 
cussed by Vice-president G. E. Bulk- 
ley. Announcement of the company’s 


new retirement annuity policy was made 
by E. C. Henderson, actuary. 

The third day, the subiect was “How 
to Meet Today’s Market Through the 
Presentation of Accident Insurance.” 
George Goodwin, assistant secretary 
accident department, spoke on “Pro- 
gram of the Bureau of Personal Acci- 


dent and Health Underwriters” B 
Wilde, secretary, “How the Bureau 
Program Applies to Our Company.” 
G. E. Risley, agency secretary, an- 


nounced winners in the recent accident 
contest, including a watch to A. W. 
Russell, Allen, Russell & Allen agency, 
and a clock to E. H. Carroll of the H. 
M. Clark agency. 

Mr. Holcombe gave a fine address 
on “Net Results—The True Measure 
of Agency Progress.” President Hunt- 
ington closed the meeting. 


Peoples Life Meet Helpful 


Instructive Program at Home Office In- 
cluding Addresses by President 
Burget, Commissioner Kidd 








The annual agency convention of the 
Peoples Life of Frankfort, Ind., which 
was held at the home office, enjoyed a 
good attendance, a number of agents 
who were not especially invited being 
on hand to take advantage of the in- 
structive program. 

The address of welcome was made by 
President E. O. Burget. Commissioner 
John C. Kidd of Indiana was on hand 
and addressed the gathering. Other 
speakers included A. C. Louette, vice- 
president and manager of agencies; A. 
W. Little, Cook county supervisor; O. 
C. Miller, Iowa state manager; Dr. M. 
C. McCarty, medical director; Don C. 
Trent, secretary; Maurice Hartwell, ac- 
tuary: Ralph B. Kuhns, assistant super- 
intendent of agencies; Dr. H. C. Kahlo, 
president Central Laboratories; T. W. 
Shimp, general agent; L. J. Doolin, Life 
Insurance Sales Research Bureau; J. L. 
Schanbacher, renewal manager; M. B. 
Oakes, Insurance Research & Review. 


Entertainment Features 


Entertainment consisted of a dance 
and party at the country club one eve- 
ning and a banquet at the same place 
another evening. There was a break- 
fast-bridge at the country club for the 
ladies. 

The loving cup in the Louette testi- 
monial campaign went to the southern 
Texas agency, of which Burns E. Der- 
flinger is manager. The contest was 
based on the largest percentage of in- 
crease over average monthly produc- 
tion. The first prize to the salesman 
securing the largest volume of business 
on July 24 went to Joe Stephenson; 
second, J. H. Mann. The old salesman 
writing the largest volume of business 
was E. D. Hodge, Sr., while the new 
salesman writing the largest volume of 
business was Mr. Derflinger. The sales- 
man writing the largest volume of busi- 





with an address of welcome by Presi- 


ness on old policyholders was W. L. 





$1,251,000,000 
in Death Claims 


Since its organization The Prudential 
had distributed up to June 30, 1931, a total of 
5,700,000 death claims alone. 


Remind your prospect of 
what this huge sum has 
meant to bereaved fami- 


lies. 


It has saved homes, kept 
families together, assured 
educations for children, 
financed tottering enter- 


prises. 


It destroys man’s arch-enemy—POVERTY 
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Voice of the 
Universal Field 


yi Annual Convention of the National Associa- 
tion will be held in Pittsburgh on September 22-23-24-25. 


The Association is the voice of the universal Field. It 
serves life underwriters in ways in which individuals and 
local associations cannot serve themselves. It is both 
a champion and a custodian of the ideals of the institu- 
tion, and at all times it is watchful of the interests of 
the workers in the Field, and, in fact, of every holder of 
a life insurance policy. 


The Association is conducted with a spirit and an 
energy, and a degree and value of serviceability, that 
have earned the admiration of all who have the interests 
of the Field at heart. Those who attend this great Con- 
vention will be able to carry home ideas rich in cash 
value, and a stimulus and inspiration that will give 
momentum and courage abundant in these times when 
faith and optimism are imperatives. 


We have heartily commended this Convention to all 
the Penn Mutual fraternity. 












THE PENN MutTuat LIFE INSURANCE Co. 
PHILADELPHIA 


WM. A. LAW, President 


Independence Square Founded 1847 
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ESTATES ANALYSIS 


HE AMERICAN LIFE INSUR- 

ANCE COMPANY maintains an 
ESTATES ANALYSIS DEPART- 
MENT which provides Agents with- 
out cost a complete Analysis of their 
clients’ Estates. 

It also draws all necessary docu- 
ments, including Trusts, Wills, Part- 
nership Agreements, Stock Elimina- 
tion Agreements, etc. 

This is only one feature of the 
AMERICAN plan of complete co- 
operation. 
















AMERICAN LIFE 
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Niewerth and the first salesman to make 
the quota on volume of applications 
was O. R. Arnold. The salesman hav- 
ing the largest volume of increase over 
volume given was John H. Timberlake. 


“Aces” of Atlantic Life Are 
to Gather in Toronto, Can. 





The annual “Aces” convention of the 
Atlantic Life will be held at the Royal 
York Hotel, Toronto, Sept. 8-11. Fol- 
lowing a day of sight-seeing, business 
sessions will start Sept. 9, with the 
president’s address. 

Speakers and their subjects are: Clay- 
ton Demarest, C. L. U., general agent 
Baltimore, “The Life Underwriter as an 
Appraisal Engineer;” H. Szerlip, 
general agent Newark, “Conservation 
and Its Relation to Renewal Income;” 
L. S. Nottingham, district agent Lynch- 
burg, “Building Permanent Business;” 
William MacGregor Morris, vice-presi- 
dent, “The Present Trend of Life In- 
surance;” D. W. Harris, general agent 
Toledo, “Time Control, or Planning To- 
morrow’s Work Day;” G. T. King, Jr., 
vice-president Atlantic agency, Rich- 
mond, “Profitable Prospecting, or Keep- 
ing a Live Prospect List;” F. M. Je- 
linek, general agent Minneapolis, “Edu- 


cational Insurance and the. Use of Ju- 
venile Contracts;” Dr. F. P. Righter, 
medical director, “Underwriting—Some 
Comments and Observations;” R. G, 
Richards, C. L. U., agency secretary, 
“Developments in Present Day Educa- 
tion;” E. L. Gordon, assistant secre- 
tary, “Conservation—What We Are 
Doing and Why.” There will be a ban- 
quet the second day. 

Forty-two representatives are to re- 
ceive diamond service pins this year, 
23 field men and 19 home office men 
and women. These include President 
Angus O. Swink, who completed 25 
years with the Atlantic in February. 


Royal Union Life Convention 


The annual convention of Royal Un- 
ion Life agents from Iowa, Minnesota, 
North and South Dakota was held at 
Lake Okoboji last week. About 100 
agents from the four states were reg- 
istered. The principal speaker at the 
convention was H. G. Kenagy, assist- 
ant manager Life Insurance Sales Re- 
search Bureau. At the annual banquet 
President J. J. Shambaugh was toast- 
master. E. K. Townsdin of Kansas 
City gave a report on the “President's 
Club” trip. George Cosson, former 
Iowa attorney general, was the ban- 
quet speaker. 











Much Interest in 
Company Action 


(CONTINUED FROM PAGE 1) 


self and pay off the mortgage. When 
it comes down to the real situation but 
few life insurance managements know 
where their companies stand absolutely. 

Here is where the point of view that 
safety is the first consideration in life 
insurance comes in. Assuming that the 
worst possible condition should come 
to pass—and at this stage of the world’s 
history no one knows what the future 
holds— if life insurance were to com- 
mence to provide now by a reduction in 
dividends for all possible contingencies, 
life insurance could not be fundament- 
ally impaired but would stand as the 
Rock of Gibraltar against all tides and 
storms. Even a 25 percent dividend cut 
would in one of the larger of the me- 
dium sized companies amount to $2,500,- 
000 a year and in one of the large com- 
panies to $20,000,000. Even this much 
leeway continued for the necessary time 
to weather the storm would no doubt 
constitute sufficient protection. Several 
astute officials of big companies inter- 
viewed here in New York believe that 
wise and cautious management requires 
that all possible contingencies be looked 
squarely in the face and a dividend cut 
ordered. 

Two important questions need to be 
faced. The first is whether the com- 
panies should wait until it is a certainty 
that the cut will be necessary and if it 
is made, to what extent will the non- 
participating companies take advantage 
of the situation. One official was free 
to express himself that if the stock com- 
panies should capitalize the reduction it 


the vulnerability of the stock companies 
which of course as a class have no bet- 
ter class of securities than the mutuals. 


mutual companies to get together and 
present an undivided front to the public 
in the interest of all life insurance. 

On the question of when to make the 
cut the point is made that the public 
is now in a mood to accept the prob- 
able or possible losses in a conserva- 
tive investment portfolio such as life in- 
surance whereas if the cut is made two 
or three years hence when all other 
business and finance have recovered 
from the depression it will be a much 
greater blow to the business and a 
harder one to overcome than if it were 
done when all other financial concerns 
are taking their losses. The conserva- 
tively minded men are in favor of meet- 
ing the issue now and taking no chance 
en the future. Even if the cut were 





found not to have been necessary at all 
no actual loss would have been sus- 
tained as the policyholders would re- 
ceive added dividends later and in fact 
the companies would be commended 
for being willing to take no chances, 


Need for Disability Rate 
Increase Is Emphasized 


(CONTINUED FROM PAGE 1) 


companies. The insurance press should 
readily see this point.” 
s ¢ 6 


Permanency Should Be 
Goal of Any Change Now 


The executive of the second eastern 
company quoted this week states that 
his company is engaged in a study of 
the problem with the idea of making a 
change to put the item on a permanent 
basis: 

“We, of course, are giving the entire 
matter very careful consideration but 
our own situation is not such that we 
need be at all panicky regarding the pro- 
cedure we should follow in the future. 
It is quite possible that we will make 
changes in our disability program along 
the lines contemplated by the companies 
in general but we have not yet come to 
any decision nor do we propose to in 
the near future. We plan to give this 
matter many months of careful con- 
sideration in order to make sure that 
any change we make is sufficiently 
sound to result in a company policy of 
some permanence.” 

Following are President Walker's 
views on the disability feature: 


“The whole situation, to my mind, 


“ie | calls for a thorough study and concerted 
would precipitate a counter attack on | “*)S for a thorough study 


action by the major companies. Prob- 
ably the most desirable move would be 


|a return by most of the companies to 
. A | the waiver of premium benefit alone, 
It is clearly a time for the stock and | 


possibly with a longer waiting period. 


| Doubting that the income feature will 











be done away with entirely, it would 
appear that the income per thousand 
must be cut sharply and the waiting 
period materially increased, regardless 
of any premium ‘increase. Unless the 
attorneys of life insurance companies 
can draft a clause that will be recog- 
nized in the courts as definitely defining 
total disability, it may become neces- 
sary to make the income temporary 
rather than a life income, in order to 
discourage the dishonest who wish to be 
pensioned at the companies’ expense. 

“I hope officials of other life insur- 
ance companies will very frankly ¢x- 
press their opinions on this question, 
which I consider has reached a most 
serious point.” 
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President Appleby Main 
Speaker at Banquet 











T. W. APPLEBY 


The Ohio National Life held its an- 
nual agency meeting at the Edgewater 
Beach hotel in Chicago this week. Presi- 
dent T. W. Appleby of the company 
was present and was the chief speaker 
at the banquet. Mr. Appleby is a for- 
mer resident of Chicago, having been 
secretary of the Federal Life of that 
city before going to Cincinnati to join 
the Ohio National. He started his 
life insurance career at Ottawa, IIL, 
with the old Central Life as its actuary. 
He was a teacher in mathematics in the 
high school there. Mr. Appleby has 
made a pronounced success of the Ohio 
National. 








Beer Baron Unsuccessful 





Find Micky Duffy, Slain in Atlantic 
City, Tried to Get Large Policy 
From Many Companies 





PHILADELPHIA, Sept. 3.—Mickey 
Duffy, Camden and Philadelphia beer 
“baron,” and alleged ally of Al Capone, 
who was killed Saturday in the Ambas- 
sador hotel, Atlantic City, attempted on 
a number of occasions to secure large 
amounts of life insurance but was de- 
clined on every occasion because of his 
dangerous business. 

He was first rejected in March, 1927, 
when he applied for $100,000. Until 
March of this year he made tentative 
applications to about a score of com- 
panies. In March and April he applied 
to at least three different companies for 
$100,000 straight life policies under his 
real name of Michael Cussick. In every 
case investigation revealed his under- 
world activities and he was declined. 


Josh Lee on Program 


OKLAHOMA CITY, Sept. 3—Upon 

his return from a motor trip to Colo- 
rado, George E. Lackey, president Na- 
tional Association of Life Underwriters, 
announced that Josh Lee, Oklahoma 
humorist, will be one of the entertain- 
ment features at the National associa- 
tion convention in Pittsburgh in Sep- 
tember. He will talk on “The King’s 
nsurance Company.” Mr. Lee is head 
of the public speaking department at 
Oklahoma University, Norman. 


President Binford Back 


President L. T. Binford of the Colum- 

bia Mutual Life of Memphis has re- 
turned from a month’s tour abroad, 
made Principally for his health. 





Duryea’s “What to K 
. now About Life 
Insurance” gives the fundamentals in an 


easy way. Order f J 
Underwriter. $160. rom The National 


LIFE INSURANCE EDITION 


Olson Sees Hope 
In Situation Now 


(CONTINUED FROM PAGE 2) 
ing a higher rate of interest on funds 
left with the company than they are 
earning. 

There is nothing in the situation to 
indicate that higher interest rates are 
coming back in the near future, and so 
Mr. Olson believes that most of the 
companies paying 5 or 4% percent on 
funds left at interest will have to cut 
down to 3% percent. It is difficult for 
a company to secure an average interest 
return of 4 percent in sound securities 
under present conditions, and it is un- 
economic for a company to continue to 
pay out more than it is earning. 

Mr. Olson is convinced that com- 
panies can cut down their interest rate 
and reduce dividends somewhat with- 
out damage to their business. The pub- 
lic has witnessed dividend reductions 
and omissions on stocks. Bond interest 
has been defaulted. Earnings are down 
and because the public is painfully aware 
of all this there would be no outcry or 
loss of business if the life companies 
should put their dividend scales and in- 
terest rates down somewhat in order to 
get in line with today’s conditions. 

The high mortality being experienced 
by some companies is due, in Mr. Ol- 
son’s estimation, to the unnecessary lib- 
erality of the double indemnity and total 
and permanent disability clauses. Like 
so many other company officials Mr. 
Olson feels that life companies should 
not write income disability; that they 


should sell waiver of premium only; 
that they should not issue it beyond 
age 55, and that the rates must be 
raised. 


Urges Information Exchange 


He also advocates the free exchange 
between companies of information re- 
garding the amounts of disability written 
on each life. 

“Why isn’t there some action being 
taken on this by the two principal com- 
pany organizations?” Mr. Olson asks. 
“If there ever was a time when com- 
panies could be gotten together on this 
question it is now. There have been 
all these questionnaires, and articles in 
the insurance papers, and opinions pro 
and con, but how about some action? 

“Why, for instance, should not the 
American Life Convention appoint now 
a special committee to meet with a sim- 
ilar committee of the Life Presidents 
Association for the purpose of formulat- 
ing definite reforms in the writing of 
this business to be followed by the mem- 
ber companies of both organizations? 

“Such a committee functioning seri- 
ously could draw up a plan of action 
that would be welcomed by and be satis- 
factory to the great majority of com- 


panies. The recommendations of such 
a committee would end the talk, and 
would submit underwrting regulations 


that would be followed by virtually all 
companies, which would feel safe in the 
knowledge that all of the real compa- 
nies would cooperate. 

“Practically all of the companies want 

to reform the writing of their disability 
business, and they want the rates in- 
creased. The individual company is 
afraid to act for fear it will place itself 
in a disadvantageous position competi- 
tively. 
“Remove that fear by an assurance 
of general cooperation, and the problem 
is solved. A special committee of mem- 
bers of the two major company organ- 
izations, fully empowered, could solve 
this problem, admittedly the most per- 
plexing of modern times, and could do 
it in a comparatively short time.” 


Compton in New Location 


W. N. Compton, an _ independent 
writer doing a large volume in New 
York City, has moved his offices from 
the uptown section to 217 Broadway. Mr. 
Compton has been in the life insurance 
business more than 20 years and was for 
a number of years general agent there 





for the John Hancock Mutual Life. 
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THE FORMULA OF SUCCESS 


Lt INSURANCE can be explained in plain, everyday language. 
; The facts can be simply stated. People need to be told about life 
insurance by one who knows life insurance and its adaptability. Sales- 
who will work systematically and plainly state 
be Masters of their craft and successful. 
Tus Murvat Lirs or New Yorx, with its long history of increasing success, offers 
It writes Annuities and all Standard forms of life insurance. Disability 
) ny practices to broaden and expedite service 
for Field Representatives and for Policyholders. 


Those pateneiating coding im life insurance field work as a career of broad 


i¢ insurance service wi 


Indemnity Benefits. It has 


personal ement are invited to apply to 


a) 











The Mutual Life Insurance Company 


of New York 


34 Nassau Street 


DAVID F. HOUSTON GEORGE 
President 


New York, N. Y. 


K. SARGENT 


and Vice-President and 
Manager of Agencies 
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Convention Season Intensive 


DurinGc the next few weeks will occur 
major which will 
keep people pretty much on the go for 
five weeks, at least the insurance news- 
paper men. The resources of the insurance 
papers will be drawn upon to cover these 
various conventions as they are in dis- 
tant sections. The great international fire 
insurance social order, the BLue Goose, 
will start the ball rolling next week at 
Milwaukee, delegates coming from the 
various states in this country and the 
provinces of Canada. The week follow- 
ing the NATIONAL CONVENTION OF INSUR- 
ANCE COMMISSIONERS will hold forth at 
Portland. This is always an important 
event for in addition to the officials them- 
selves, former commissioners and members 
of the official staffs, there are many com- 
pany and organization men on_ hand. 
While the commissioners are meeting at 
Portland, the INTERNATIONAL CLAIM As- 
SOCIATION and the INTERNATIONAL Asso- 
CIATION OF INSURANCE COUNSEL will fore- 
gather at Swampscott, Mass. During that 
week the INpUsTRIAL INSURERS CONFER- 
ENCE will hold its meeting at Asheville, 
N. C. This is the organization of com- 
panies writing industrial health, accident 
and life insurance. 

The WesTERN UNDERWRITERS ASSOCIA- 
TION will meet at Manchester, Vt., Sept. 
15, this being the jurisdictional fire insur- 
ance organization of the great central west. 
The Eastern UNDERWRITERS ASSOCIATION 
will follow its western associate at the 
same place. 

The NATIONAL ASSOCIATION OF INSUR- 
ANCE AGENTS whose convention is one of 


insurance conventions 


the high spots of the entire year from the 
standpoint of meetings will go to Los 
Angeles, starting its activities the week of 
Sept. 21. That same week the NATIONAL 
ASSOCIATION OF LIFE UNDERWRITERS, 
which is another outstanding organization, 
whose convention assumes great propor- 
tions, will be meeting at Pittsburgh, 
starting Sept. 22. 

Then the last week of the month start- 
ing Sept. 28, the casualty men—company 
officials and general agents—will go to 
their annual rallying ground at White 
Sulphur Springs for recreation, golf, social 
intercourse and business. During the first 
week of October the INSURANCE ADVER- 
TISING CONFERENCE will hold its annual 
meeting at Toronto, this being composed 
of the publicity and advertising men of 
all kinds of companies. During the same 
week the NATIONAL ASSOCIATION OF Mu- 
TUAL INSURANCE COMPANIES and the 
AMERICAN FEDERATION OF MuTUAL Com- 
PANIES will be meeting at the Stevens 
hotel in Chicago. 

Another big gathering and one of major 
importance will be the annual gathering 
of the AmerIcAN Lire CONVENTION at 
Pittsburgh, starting Oct. 5. It now has 
legal, financial, agency and home office 
management sections meeting during the 
same week. 

There will be much intellectual and in- 
spirational provender found at these meet- 
ings. Probably the most lasting benefit 
will come from those delightful, personal 
and social contacts that bring people to- 
gether in closer unity and foster closer 
cooperation in the business. 


Keep on Rowing 


Ep HANLON, who was a great oarsman, 
was asked one time how a man could 
increase his efficiency in rowing. Mr. 
Hanlon replied rather laconically, “Keep 
on rowing.” In days like these when 
there are many hurdles and other ob- 
stacles in the way, the very best advice 


that can be given is to keep in constant 
practice by continually working and 
aiming to labor at one’s task more 
energetically and intelligently. There is 
nothing like industry to overcome re- 
sistance. The old bromide that the “race 
is won under the wire” still is true. 





G. A. Bowles, Virginia commissioner, 
slipped the other day as he was leaving 
his office, breaking his left elbow. As 
a result, he now has his arm in a sling. 


Two well-known and active insurance 
men of Salt Lake City are seeking po- 
litical honors at the city elections this 
fall. One of them is John James, former 
Utah insurance commissioner, past 
president of the Utah Life Underwriters 
Association and British vice-consul for 
Utah for a long time. The other is 
A. J. Skidmore, manager of the Politz 
& Skidmore Insurance Agency. Both 
will run for the board of commissioners. 

S. D. Macpeak, deputy New York 
superintendent, who has been away from 
his work for several months because of 
ill health, has recovered and expects to 
take up his duties again after Labor 
Day. 

Shearn Moody, vice-president of the 
American National of Galveston, was 
married last week to Miss Frances Rus- 
sell of Dallas. The wedding took place 
at San Diego, Cal. On leaving Galves- 
ton Mr. Moody was given a great send- 


| off by his friends, being serenaded by a 


brass band and showered with rice. Mr. 
and Mrs. Moody will motor back to 
Galveston, where they will make their 
home. 

Col. Wm. E. Talbot, agency director 
of the Southland Life, is conducting a 
column in the Dallas “News,” entitled 
“Industrial Dallas.” In the column 
Colonel Talbot advises the use of Texas- 
made products wherever possible. The 
use of cotton is stressed very strongly. 
Colonel Talbot has been very strongly 
identified with the buy-in-Texas move- 
ment and during the gubernatorial cam- 
paign that was his platform. 


Lloyd Dort, former Nebraska com- 
missioner, recently elected president of 
the Fidelity Old Line of Omaha, has 
been named also as general counsel for 
the company and will largely confine 
his activities to that work, leaving the 
general management to John A. Far- 
ber, executive vice-president. Mr. Dort 
will continue his residence in Lincoln. 


W. B. Freeman, veteran general agent 
at Richmond for the New York Life, 
celebrated his 88th birthday anniversary 
Aug. 28. In perfect health he never 
misses a day from his office except dur- 
ing the summer which he spends at the 
seashore. Formerly commander-in-chief 
of the United Confederate Veterans, he 
is now honorary life member of that 
organization. Enlisting in the Confed- 
erate army at the outbreak of the war, 
he served throughout the conflict and 
was with Lee at Appomattox. 


C. G. Taylor, Jr., assistant manager 
and actuary of the Association of Life 
Insurance Presidents and former vice- 
president and actuary of the Atlantic 
Life, who is abroad with his family, has 
recently been motoring through Eng- 
land and Scotland. He plans to return 
home early in September. 


Courtenay Barber, well known gen- 
eral agent of the Equitable Life of 
New York in Chicago, prominent in 
Episcopal church circles, is named to 
be the next president of the Episcopal 
Brotherhood of St. Andrew, whose tri- 
ennial convention is being held at 
Sewanee, Tenn., this week. Mr. Bar- 
ber has been the national vice-president. 
This order was organized by the late J. 
L. Houghteling of Chicago, eminent 
Episcopalian in St. James’ Episcopal 
church in Chicago 50 years ago. 


The Victory Life of Chicago has 
come into possession of a _ volume, 
“Politics and Mysteries of Life Insur- 
ance” by Elizur Wright, who is known 









as the father of the present policy valya. 
tion system. The volume was published 
in Boston in 1873 by Lee & Sh 
Crawford L. Robinson, auditor of the 
Victory Life, discovered it in his j. 
brary and took it to the office as being 
especially interesting in view of the 
movement now under way to erect some 
sort of memorial to Elizur Wright, who 
was commissioner of Massachusetts, ang 
was the first insurance Commissioner jp 
this country. Mr. Robinson paid $1 fo, 
the volume. 


President C. M. Babbit of the Greg 
American Life of Hutchinson, Kan, re. 


| cently returned from a month’s motor 


trip through the western mountains, 
Although 1930 was the banner year for 
this company this year shows a fine 
gain in volume. 


M. A. Linton, president of the Proyj. 


‘dent Mutual, as is well known, is a fine 





actuary, executive and public speaker 
He demonstrated at the Bigwin Ip 
convention of the Leaders club greg 
ability as a golfer, matching Dr. D, ¢ 
Little of the Norfolk Agency for low 
eross, with 81. 


F. W. Pennell, New York City, gen- 
eral agent of the State Mutual Life, js 
on a fishing trip which includes a six. 
day canoe journey down the Miramichi 
River, New Brunswick. The canoe trip 


involves the shooting of numeroys 
rapids. 
Gordon H. Campbell of Campbell, 


Throgmorton & Mallory, Aetna Life 
general agent at Little Rock, has been 
reelected president of the Arkansas Ath- 
letic Officials Association. He was re 
cently named by the University of Chi- 
cago as referee of its game in Noven- 
ber with the University of Arkansas at 
Chicago. Alvin H. Bell, member of the 
Aetna staff and popular sports official, 
will serve as a member of the associa- 
tion committee to name football officials 
in Arkansas for the college and high 
school football season. 

John W. Pattison, vice-president of 
the Union Central Life, aviation enthu- 
siast and a director of the Aviation Cor- 
poration, is now making a tour with 
“Jiggs” Huffman, manager of the En- 
bry-Riddle division of American Air 
ways, along the route to the southwest, 
including stops at Cleveland, Cincinnati, 
Louisville, Nashville, Memphis, Little 
Rock, Dallas and Fort Worth. The 
final event of their 3,500-mile flight wil 
be a conference of radio operatives Sept. 
5 at Dallas. Mr. Huffman is at the con 
trols of Mr. Pattison’s new Waco cabin 
plane for the trip. ia, * 

The schedule includes inspection o 
25 airports, conferences with their a 
sociates and the radio meeting, along 
with inspection of emergency landing 
fields and the progress being made 
night lighting along the route. 


B. S. L. Davis, an agent of the Cor 
necticut Mutual Life in Baltimore put 
himself in line for a Carnegie hero 
medal when in a storm on Chesapeake 
Bay he rescued Capt. J. D. Tyler, who 
was forced to take to a small boat when 
his yacht caught fire and was burned to 
the water’s edge. 

The water was rough and Capt. Tyler 
was being whirled about in the storm 
when Mr. Davis, returning to Baltimore 
aboard the Elizabeth, a 35-foot cruistt, 
sighted the flaming boat. After com 
siderable difficulty he managed to gt 
Tyler aboard and took him to Balt 
fore. 


John W. Murphy, advertising ™* 
ager Pan-American Life, has, ret 
to his desk after a two weeks’ autom> 
bile trip through the south, accom 
panied by Mrs. Murphy and their daugh 
ter. Leaving New Orleans they drove 













re ef eee oe ee Ue es 











amichi 
oe trip 
nerous 


mpbell, 
a Life 
is been 
is Ath- 
was Te- 
of Chi- 
Novem- 
nsas at 
of the 
official, 
ASSOCIa- 
officials 
d high 


lent of 
enthu- 
on Cor- 
ir with 
ne En- 
in Air- 
ithwest, 
\cinnati, 
_ Little 
1. The 
ght will 
es Sept. 
the con- 
~o cabin 


tion of 
heir as- 
r, along 
landing 
made 10 


he Con 
ore put 
rie hero 
esapeake 
ler, who 
yat when 
urned to 














September 4, 1931 





LIFE INSURANCE EDITION 











to Savannah, Ga. and thence across 
country to Dallas, where Mr. Murphy 
renewed old acquaintances in the South- 
land Life, with which he formerly was 
connected. 

T. Shigematsu, assistant se-retary 
Meiji Life, Tokio, Japan, a su! <iary 
of the Mitsubishi Shoji Kaiska, was a 
San Francisco visitor this week. Dur- 
ing his stay he was a guest of Ben F. 
Shapro, president San Francisco Life 
Underwriters Association, at the lunch- 
eon at which Dr. S. S. Huebner was the 
principal speaker. 


John W. Klintworth, general agent 
Ohio State Life at Marietta, O., has 
just closed his 17th year with the com- 
pany. 
ica player and is always called on to 
share in entertainment at every Ohio 
State Life gathering that he attends. 


Conrad Roth, general agent Ohio 


State Life at Portsmouth, O., a mem-| 


ber of the state conservation commis- 
sion, has been suggested for appoint- 
ment as state director of conservation. 


Mr. Roth, however, is not encouraging | 


the suggestion, as he has been with the 





He is an accomplished harmon- | 


Ohio State 22 years and prefers to con- 
tinue in life insurance. 


C. E. Baird, general agent Ohio State 
Life at Marion, O., entertained members 
of the Mt. Gilead Kiwanis club at his 
home near Edison with a corn roast. 
Among the speakers were Dr. C. E. 
Schilling, Columbus, medical director 
Ohio State Life, and E. G. Siefert, man- 
ager of the Marion branch. 


Harper Moulton, well known Chicago 
life insurance man who is a member of 
an independent unit of the Sam T. 
Chase agency of the Connecticut Mu- 
tual, is building up a very substantial 
force of young agents. This week he 
announces the acquisition of a _ third 
member of his staff, by name Lee Moul- 
ton; weight, 9 pounds, whose prepared 
presentation used in canvassing 
the household for milk and other neces- 


sales 


| saries of life has proved highly effective. 


Delbert C. Roberts, district manager 
of the New England Life at Wichita, 
Kan., was married last week to Miss 
Imogene Hatcher of Topeka. Mr. and 
Mrs. Roberts are taking an extended 
trip through the east. 








LIFE AGENCY CHANGES 








S. B. Rote Quits Newark Post 


C. J. Zimmerman Will Succeed Him as 
Connecticut Mutual General Agent 
for Northern New Jersey 








S. B. Rote, for nine years general 
agent in northern New Jersey for the 
Connecticut Mutual Life, with head- 
quarters in Newark, has resigned, ef- 
fective Sept. 15. He will be succeeded 
by C. J. Zimmerman, agency manager 
of the J. M. Fraser agency in New York 
City, one of the leading producers of 
the company and a recent recipient of 
the C. L. U. degree. 

Mr. Rote started as an agent with the 
Edward A. Woods Company in Pitts- 
burgh in 1911. Six years later he joined 
the Wilkes-Barre, Pa., agency of the 
Connecticut Mutual and remained there 
until 1922, when he was called to the 
Newark office. He has built up a large 
volume of business there but for the 
past year has sought to be relieved of 
his responsibilities and plans to devote 
his time to personal production. He 
will announce his future plans later. 

Mr. Zimmerman’s life insurance ca- 
reer began five years ago. Less than a 
year after joining the Fraser agency in 
1926 he was made supervisor and was 
subsequently placed in charge of the 
Bridgeport office of the agency, which 
under his management paid for $1,300,- 
000 its first year. He was formerly ex- 
ecutive manager of the New York City 
Life Underwriters Association. He is a 
C. L. U. and a graduate of Dartmouth 
College. 


R. C. Laub Transferred 


R. C. Laub, for several years general 
agent for the Monarch Life and Mon- 
arch Accident in Cleveland, has been 
transferred to the general agency at 
Springfield, Mass., to succeed H. B. 
Poist, who has returned to California 
and is now connected with the com- 
panies Los Angeles office. 





John W. Newbern 


John W. Newbern, well known in 
Oklahoma life insurance circles, has 
N appointed general agent for the 
state of Oklahoma by the Northwestern 
National Life. His headquarters are at 
807 Petroleum building, Oklahoma City. 
e has been engaged in life insurance 
work in Oklahoma City for the past 14 
years, partly as an individual producer 
and for seven years as general agent. 
¢ appointment of Mr. Newbern gives 
Northwestern National Life two of- 





fices in Oklahoma City as J. R. Shultz 





has been representing the 
there since 1920. 


company 





Prudential Changes 


W. A. Speiser, superintendent of the 
Prudential at Columbus, O., No. 3, has 
been transferred to Lima, O., succeed- 
ing the late A. D. Hildreth. H. N. Wit- 
ing, Jr., is the new superintendent at 
Columbus No. 3. He started as an 
agent in Cleveland No. 2 and became 
assistant superintendent there. 


L. C. Willson 


L. C. Willson of Fairfield, Conn., field 
supervisor of the United Life & Acci- 
dent in charge of New England, N. J., 
taking his position three years ago, has 
resigned. 





J. E. Hicks 


J. E. Hicks, who is associated with 
the L. E. Simmons Company of Chi- 
cago, general agents for the American 
National of St. Louis and Illinois state 
managers for the Loyal Protective, has 
been appointed general agent for the 
Reliance Mutual Life of Chicago. Mr. 
Hicks plans to form a new general 
agency company to take on this rep- 
resentation. He was at one time as- 
sistant agency manager for the Chicago 
National Life. 


H. A. Bradley 


The National Life of Vermont has 
opened a branch office in the Insurance 
Exchange building, Des Moines, with 
H. A. Bradley in charge. He began 
his insurance career with the Travelers 
and for a time was with the Missouri 
State Life. 








King & King 


Following the death of J. B. King, 
general agent for the Texas Life in 
Dallas, Mr. King’s sons, Marion and 
J. B. King, Jr., have entered the busi- 
ness. The partnership will be known as 
King & King, with office in the Prae- 
torian buildng. Immediately after form- 
ing the partnership the brothers relin- 
quished the Texas Life and signed a 
contract with the Atlas Life of Tulsa, 
Okla., taking with them their entire 
agency force. 

A number of the agents working out 
in the state through the King agency 
were assembled in Dallas to meet E. O. 
Hawley, superintendent of agents of the 
Atlas. 





C. E. Wright 
The Pacific Mutual has appointed C. 





E. Wright general agent at Long Beach, 





IS THIS YOUR KIND 34 
OF A COMPANY 
? 


....acompany that has always been 
very conservative in its management. 


....a company that has never re- 
duced its dividend schedules. 


....acompany that has more than 
$112,000,000 paid for life insurance 
in force. 


....a company that has a life insur- 
ance policy for every human 
problem. 


Such a company is the Midland 
Mutual. 


If you feel that the Midland ideals 
are your ideals we have several 
General Agency opportunities open. 
For information address The Agency 
Department. 


THE MIDLAND MUTUAL 
LIFE INSURANCE CO. 
Columbus, Ohio 
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SOMETHING NEW vusx [S NEW 
IN LIFE INSURANCE 


A Dollar’s worth for Dollar 

regardless of ind of policy nk om | 
A $1,000.00 Endowment Policy, any age at issue, guarantees 
$1,961.54 plus Dividends in event policy becomes a claim the year 
it matures. 

Our Twenty Payment most remarkable policy of all—too much 
to write about in this advertisement. 

We have Ordinary with and without Cash accumulation. With- 
out cash value it furnishes Pure Protection Life insurance at non- 
participating rates but on a participating basis—it is estimated 
dividends will amount to 50% within a few years, based on actual 
experience past five years. 

Juvenile Policies—Ordinary, Twenty Payment and Endow- 
ment from birth, with all the fine features of our Adult Policies. 

Many other forms of Policies equally attractive. - 


Operating in Illinois, Michigan, Indiana and Missouri 


NTERSTATE RESERVE 


LIFE INSURANCE 
COMPANY 


A Mutual Legal Reserve Life Insurance Company 
Ten East Pearson Street “- és ns 


—) 


Chicago 

















An UNUSUAL Contract 


will be offered to 


An UNUSUAL Man 


WHO 


—is a producer —needs no financ- 
—is, of course, ing 

honest —is seeking oppor- 
—has three years of — tunity 

experience —will WORK 


BUT 
WHO will accept Home Office help in the appointment of new 
Agents under him for whom he will not be responsible financiall 
and yet on whom he will receive overwriting Commissions as high 
as $4 per thousand and long time Renewals. 


THE COMPANY— is rated "A" by Best. Its rates for Insurance 
are extremely low 

(Age 35 Ordinary Life Net Cost 

First year per thousand $17.85) 
It writes all latest forms—Participating only—including an im- 
proved Family Income form; also Juvenile 
Has over $135,000,000 in force. 


TERRITORY—The Company desires especially to develop Indiana, 
Illinois, North Carolina and Texas. 


ASSISTANCE—Experienced field men to help the man selected 
to build a real agency in which the Renewals are NON-FOR- 


FEITABLE. 

UNLESS you have no present connection, or 
WE WANT you have a real jeaten for leaving your 
AN present connection and are not at fault your- 

self, we are not interested. Write fully about 
UNUSUAL yourself. We will not communicate with 
MAN references until after interview. Write T-74, 
The National Underwriter. 


—can organize 

—needs no drawing 
account or salary 

—needs no office 


expense 























Cal. Mr. Wright went to Los Angeles 
in 1929 from Minneapolis and became 
associate general agent in the Will O. 
Ferguson general agency of the Penn 
Mutual, which position he resigned 
about a year ago to become agency su- 
pervisor for California of the Equitable 
Life of Iowa, with headquarters in Los 
Angeles with the Roy H. Sheldon 
agency. He has a fine record as a per- 
sonal producer. 


W. M. Sorey 


W. M. Sorey, general agent for the 
Manhattan Life in Los Angeles for the 
past five years, has resigned to devote 
his entire time to development work 
with the Pyramid Mutual Life Asso- 
ciation, a local assessment organization 
which he founded in 1928. 


C. E. Petillon 


C. E. Petillon has been appointed 
manager of the life brokerage depart- 
ment of the W. A. Alexander & Co. 
general agency for the Penn Mutual in 
Chicago. He has had considerable ex- 
perience, first as a personal producer, 
then as supervisor for W. A. Alexander 
in charge of instructing and training 
new men. He went through the agency 
managemcnt school at the Penn Mutuai 
home office, working under the super- 
vision of V. B. Coffin, Dr. J. A. Steven- 
son and J. Elliott Hall. He also has 
been a broker. 


I, O. King, H. F. Fellows 


Ira O. King has become general agent 
for the Continental Life of St. Louis at 
Beaumont, Tex. He was formerly with 
the Equitable Life at Shreveport, La. 
H. F. Fellows has been appointed gen- 
eral agent for the Continental at Fort 
Worth, Tex. 








Alfred Guay 


Alfred Guay, formerly of Calgary, 
Alta., has been appointed general agent 
of the Ohio State Life at Los Angeles, 
to which city he moved last winter. 


T. L. Crawford 


T. L. Crawford has been appointed 
general agent for the American Union 
Life of St. Joseph, Mo., at Wichita, 
Kan., with offices in the Union National 
Bank building. Mr. Crawford has been 
with the National Savings Life for sev- 
eral years, most of the time as assistant 
secretary. 


Fred L. Jones 


F. L. Jones has been appointed assist- 
ant general agent of the E. H. L. Greg- 
ory agency of the Aetna Life at San 
Francisco, succeeding J. M. Stewart, 
who has severed his connection with the 
agency. Mr. Jones has been assistant 
manager of the Pacific Mutual agency 
at Oakland for the last two and a half 
years and has had ten years’ experience 
in the business. 








In Philadelphia Post | 








W. A. CONWAY 


W. A. Conway, who has just taken 
charge of the new branch office of the 
Continental American Life in Philadel- 
phia, has been serving for the past three 
years as a special representative of the 
Penn Mutual in connection with its ex. 
pansion program and has gained a wide 
acquaintance in all sections of the coun- 
try in that connection. He had served 
in the home offices of both the Massa- 
chusetts Mutual and the Travelers and 
for a number of years was a leading 
producer of the latter company in New 
York City. 





Life Agency Notes 











I. J. Pester and C. F. Glenn have been 
appointed district agents for the Con- 
necticut Mutual Life for Lexington, Ky, 
and surrounding territory. 


M. Gilbert of Columbus, Ind., has been 
appointed superintendent of the Muncie, 
Ind., district of the Western & Southern 
Life. 

The Peoples Mutual Life, Beverly 
Hills, Cal., has opened a branch office at 
San Diego in charge of A. J. Telich. He 
was formerly with the thrift department 
of the Occidental Life. 

E. B. Wolfe, who is appointed super- 
intendent of the Western & Southern at 
Lorain, O., was born in the business as 
his father, C. D. Wolfe, is superintend- 
ent at Zanesville. 

Howard Langlie, former University of 
Washington man and one of the ablest 
tennis players in the country, has be- 
come associated with the John H. Car- 
son agency of the State Mutual Life at 
Seattle. 
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Must Be Reported as Income 





Dividends Left to Buy Extra Insur- 
ance Subject to Premium Tax, 
Maryland Ruling 





BALTIMORE, Sept. 3—When com- 
panies permit policyholders to apply 
dividends to increase the face value of 
their insurance, the dividends must be 
reported as premiums for the purpose 
of taxation, according to an opinion of 
Attorney General Lane of Maryland. 

The opinion, rendered on request of 
the insurance commissioner, follows: 

“You call my attention to the fact 
that several insurance companies are 
permitting their policyholders to in- 
crease the face value of their life insur- 
ance policies by application of dividends 
to the purchase of additional insurance, 
without reporting the dividends thus 





applied as a part of their premium in- 
come in Maryland. You ask whether 
this report is not necessary in order that 
you may include such dividends in cal- 
culating the tax on premiums imposed 
by Section 39 of Article 48-A of the 
1929 supplement to Bagby’s Code. 

“Where dividends are not claimed by 
policyholders, but are permitted to re 
main with the company, and thus to 
increase the face value of the policy, tt 
is perfectly clear that the dividends take 
the nature of an increased premium re 
sulting in increased benefits. As such, 
they are subject to the tax imposed by 
Section 39, and in my opinion, com 
panies should therefore report the divi- 
dend so applied.” 


Boyce Agents Hear Executives 


Home office executives of the Equi- 
table Life of New York addressed 
three-day conference of 125 agents © 
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—— 
the W. L. Boyce agency of Syracuse, 
N. Y., at Big Moose, in the Adiron- 
dacks, this week. 

The conference marked the close of 
a special campaign put on by the agency 
from July 13 to Aug. 26, in which $5,- 
226,000 in business was written. 

The home office speakers included 
Vice-president W. J. Graham, F. B. 
Runyon, superintendent of agents east- 
ern department, and Lloyd Klingman, 
superintendent salary savings depart- 
ment. Another visiting speaker was 
William Cummings, personnel superin- 





tendent of the E. A. Woods Company 
of Pittsburgh. 


Started as Rutland Agent 


H. C. Avery, who has become general 
agent of the State Mutual Life for Ver- 
mont with headquarters at Burlington, 
started as an agent at Rutland. He took 
the insurance course at the University 
of Pittsburgh. During his college ca- 
reer at Dartmouth he majored in eco- 
nomics and English. He was captain 
of the varsity cross country team and 
was secretary of his class. 














| CENTRAL WESTERN STATES 








Form Detroit Actuarial Club 





A. A. Speers, Michigan Life, Elected 
President at Initial Meeting of 
New Organization 





DETROIT, Sept. 3—A. A. Speers, 
actuary of the Michigan Life, was named 
president of the newly organized De- 
troit Actuarial Club at the initial meet- 
ing Monday. John E. Little, actuary of 
the Maccabees, was elected vice-presi- 
dent and A. T. Lehman, actuary Detroit 
Life, secretary-treasurer. 

The club was organized with 14 char- 
ter members, and will hold monthly 
meetings. Raymond Reitter, actuary of 
the Gleaners, was named chairman of 
the program committee, which has 
charge of the educational work. With 
him are Joseph Reault, Michigan insur- 
ance department, and F. H. Lee, Wo- 
men’s Benefit Association. R. E. Mor- 
ris, Maccabees, was named chairman 
of the membership committee, with Lo- 
ren Schley, Detroit Life, and Walter 
O'Connell, Michigan department, to aid 
him. 


Mutual Life’s Field Club 
Holds Meeting in Columbus 








The field club meeting of the Mutual 
Life of New York agency at Columbus, 
O., was held Sept. 3, with Manager G. 
A. Patton in charge. E. D. Wilson, 
manager of the Mutual Life at Wheel- 
ing, W. Va., spoke at the business ses- 
sion. The remainder of the program 
was in charge of leading producers of 
the agency. Sixty agents from all parts 
of central Ohio attended. The wives 
were guests at the dinner when Rabbi 
Tarshish, famous Jewish speaker, gave 
the principal address. 

The Patton agency has just moved to 
more modern and commodious quarters 
in the Beggs building, Columbus, taking 
over almost all of the ninth floor. This 
move was necessitated by the growth 
of the organization. In spite of the de- 
pression, Mr. Patton has consistently 
increased his production each year since 
going to Columbus in 1927, bringing his 
agency from 47th to 7th place among 
the company’s offices. He had served 
as district manager at Portsmouth, O., 
and manager at Des Moines before tak- 
ing charge of the Columbus agency. He 
has 27 central Ohio counties under his 
direction. 


Aetna Regional Meeting Is 
Held at Chain o’ Lakes, Wis. 








Twenty-six agents from the northern 
division of the Aetna Life, including the 
northern peninsula of Michigan and La 
Crosse, Oshkosh and Manitowoc, Wis., 
Participated in an annual outing at 
Chain 0’ Lakes, Waupaca, Wis., wind- 
ing up with a chicken dinner. It was 
a jubilee over success of the northern 
division in having 12 regionnaires for 
the Hartford conference, while the 
southern division of Wisconsin quali- 
fied with seven. Another reason for 
celebration was that the A. E. Mielenz 








agency, comprising Wisconsin and upper 
Michigan, has attained second place in 
number of life policies in force in the 
entire country and first place in new 
written accident insurance among all 
general agencies of the country, as well 
as first place for number of group and 
wholesale cases written by any one gen- 
eral agency of any company throughout 
the world. 

O. W. Muenster of La Crosse was 
chairman. Howard Gitchell, Green 
Bay, reported on pledges of agents in 
the Fox River Valley, and R. E. Gile 
of Merrillan reported on number of 
pledges he has received for a forth- 
coming contest. 





Northwestern Mutual at Detroit 


The Detroit agency of the Northwest- 
ern Mutual Life formally opened its 
new offices this week, inviting friends 
to attend Thursday and inspect the quar- 
ters. The host was General Agent M. 
L. Woodward and the new offices are 
the entire 13th floor of the Guardian 
building. 





“Benevolent Societies” Cited 
MADISON, Sept. 3—A hearing to 


permit $1 benevolent societies in Wis- 
consin to present reasons why they 
should not be required to organize as 
mutuals or fraternals will be held Oct. 
8 by Commissioner Mortensen. There 
are 65 such organizations operating in 
Wisconsin, and 42 of them have retained 
a Madison law firm to represent them 
at the hearing. 

They are usually organized to pay 


death benefits only, but information has 


come to the department that the asso- 
ciations are now extending their activi- 
ties from life insurance into health, acci- 
dent, livestock, windstorm, cyclone and 


automobile liability insurance. 


Arraigned on Fraud Charg 


A new method of defrauding life com- 
panies came to light in Pontiac, Mich., 
when Roy McLaughlin of Ferndale was 
arraigned on a fraud charge. The Co- 
lumbus Mutual Life complained that 
McLaughlin, who was one of its agents, 
had made three attempts to put through 
policies on the lives of men who had 
been killed in accidents before the appli- 
cations were filed. McLaughlin insisted 
that he had received no money on the 
claims. 


Cushman Heads C. L. U. 


Stewart A. Cushman of the Travelers 
at Chicago was elected president of the 
Chicago chapter of C. L. U. at the an- 
nual meeting Wednesday. He succeeds 
T. G. Murrell of Fred S. James & Co., 
who presided. Other new officers are: 
Vice-president, E. T. Lothgren, North- 
western Mutual, and secretary-treasurer, 
Walter Hiller, Penn Mutual. There 
were about 40 present, and 29 new C. 
L. U. men were inducted into the chap- 
ter. The chapter voted to sponsor a 
“pep” meeting Sept. 9 for the purpose 
of creating wider interest in the C. L. 
U. movement and inducing other Chi- 
cago life men and women to try for the 
degree next year. 





























juvenile policies 


“,.-JUST LIKE DAD’S” 


| as with adult policies, all 
Mutual Trust juvenile policy con- 
tracts are participating, and divi- 
dends are payable at the end of 
the first year and thereafter. 


The same dividend options 
available under adult policies are 
offered: Dividends may be used 
for the reduction of the premium, 


left to accumulate at interest, or to purchase paid up 
participating additions. 


If either of the latter, accumulated dividends and 
values may be used to shorten the premium paying 
period or to hasten maturity as an endowment. 
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Sell Them a 
Retirement Annuity 


Everybody is looking for a safe investment. 
The market for a first rate annuity is broad 
active. 


The new Connecticut General Retirement 
Annuity combines the best features of earlier 
forms: retirement age to be elected when the 
time approaches; liberal cash values for those 
who decide to discontinue their 
programs; a generous death benefit and a re- 
fund option for the beneficiary. Disability pro- 
tection obtainable upon medical examination. 


For further information, rates, proposal and 
advertising, call our local office or address 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 


investment 
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MICHIGAN 
INDIANA 


Getting Ready for It 


UR entire organization extend- 


ing from Coast to Coast is 


composed of active producers who 
have made ready for the revival of 
business already begun. Their total 
production is large and our policies 


ready sellers. 


We are constantly expanding and 
need capable managers in excellent 
territory, as indicated below: 


VIRGINIA 
MARYLAND 





























The 
If 
interested, {||| BANKERS RESERVE 
write us LIFE COMPANY 
R. L. Robison, Pres. W. G. Preston, Vice-Pres. 
at once. HOME OFFICE: OMAHA, NEBRASKA 
Business in Force, over $133,000,000.00 
W. L. MOODY, JR. W. L. MOODY, III W. J. SHAW 
President Vice-President Secretary 


Up to 





J. B. MILLS 
Asst. Vice President 


SHEARN MOODY 
Vice-President 


AMERICAN NATIONAL 
INSURANCE COMPANY 


HOME OFFICE: 
GALVESTON, TEXAS 


Assets $43,535,337.85 
Surplus 6,100,953.69 


We Have Openings for Live Men in 
Kansas Minnesota Texas 
Kentucky North Carolina West Virginia 
Michigan South Garolina 


Under Direct Home Office Contracts 


ORDINARY—INDUSTRIAL GROUP 


Liberal First Year and Renewal Commissions 
Date Policies—Non Medical—Group and Special Low 


Premium Plans Offering New and Attractive Features. 


If Interested Address 


AMERICAN NATIONAL INSURANCE CO. 


GALVESTON, TEXAS 





























IN THE MISSOURI VALLEY 











May Pass Up Insurance Day 





Death of E. J. Faulkner, Head of Divi- 
sion on Arrangements, Upsets Plans 
for Nebraska Event 





LINCOLN, NEB., Sept. 3—It is 
possible that Nebraska Insurance Day 
will not be celebrated this year, due to 
the recent death of E. J. Faulkner of 
the Woodmen Accident, head of the in- 
surance subdivision of the Lincoln 
chamber of commerce, which was to be 
in charge this year. A. B. Olson, agency 
director of the Bankers Life of Ne- 
braska, was recently chosen to succeed 
Mr. Faulkner, and while an effort will 
be made to line up a program attractive 
enough to secure the attendance desired, 
it is believed the time is too short to 
accomplish thac end. 


Equitable’s Iowa Meeting 


Iowa agents of the Equitable Life 
of New York are holding a three-day 
meeting at Lake Okoboji. M. C. Nel- 
son of Des Moines, agency manager for 
Iowa, is in charge. Vice-president A. 
G. Borden and C. L. Carson, Wisconsin 
state manager, were among the sched- 
uled speakers. The program also in- 
cludes short talks of interest to agents, 
round-table discussions, a golf tourna- 
ment and other recreational features. 


Rebating Charges Filed 


Informal charges have been filed with 
Commissioner Herdman of Nebraska 
against a number of life agents, alleg- 
ing that they have been rebating and 
otherwise violating the letter and spirit 
of the law. The commissioner said that 
the names of the agents would not be 








made public until promised affidavits 
had been supplied. 
Start Des Moines C. L. U. Class 


The first fall meeting of Des Moines 
life underwriters taking work which will 





lead to the C. L. U. degree was held 
Sept. 3. M. L. Seltzer, Aetna Life. 
president of the class, states that 98 
Iowa men have enrolled for the course. 
Don B. Lohner is secretary of the class 
and Roy C. Campbell, treasurer. 


Let Off with Reprimand 


E. E. Arnold, agent for the Old Line 
of Nebraska at Hastings, has been let 
off by Commissioner Herdman with a 
simple reprimand. Arnold was cited 
to appear and show cause why his ]j- 
cense should not be revoked following 
testimony in a hearing of charges against 
other agents of the company, that he 
had given what the buyer said he called 
“excursion rates” on insurance. The 
commissioner said that further investi- 
gation had developed that Arnold had 
not been in the habit of rebating, and 
that in but one instance had he offered 
to throw off his commission on a policy, 


New Burial Policy Plan 


Articles of incorporation have been 
filed at Des Moines for the National 
Funeral Service Bureau by N. C. Gray, 
Blencoe, Ia. The company will coordi- 
nate with the National Fidelity Life and 
the Commerce Trust Company, both of 
Kansas City, in writing ordinary life 
policies to cover burial expenses. 

Mr. Gray was formerly on the edi- 
torial staff of the Des Moines “Regis- 
ter,” and for the several years has been 
in the undertaking business at Blencoe. 











Hearing on Twisting Charge 


Commissioner Herdman of Nebraska 
held a hearing Monday on charges pre- 
ferred by representatives of the Old 
Line of Lincoln against J. G. Widhelm, 
an agent for the New York Life at Fre- 
mont, and will give a decision within a 
few days. Mr. Widhelm was accused of 
misrepresenting the policy held by a 
prospect in another company and with 
attempting to twist the business. He de- 
nied the accusation. 
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Protest Collection of Tax 





Covington, Ky., Insurance Men Deny 
Right of City to Levy on Insurance 
Written Elsewhere 





COVINGTON, KY., Sept. 3—Mem- 
bers of the Northern Kentucky Under- 
writers Association are protesting the 
latest move of Covington city authorities 
to tax insurance companies and agencies 
for additional revenue, the appointment 
ot Clinton Gardiner, Covington account- 
ant, to make a drive for collection of 
occupational taxes which the city claims 
is due from companies and agencies. 
The city license ordinance provides for 
a premium tax of 1% percent. The in- 
surance men say the tax has been paid. 
Any disparity in returns made in this 
city and to the insurance commissioner, 
they say, is due to the fact that nearly 
all insurance men write policies for citi- 
zens in other towns and cities. 

The largest agencies will not permit 
the city to inspect their books. It is 
probable that there will be litigation 
over the issue whether or not the city 
can collect the tax on insurance placed 
by Covington agents on individuals and 
property elsewhere. 


Trinity Reserve Mutual 
Gets Stock Sale License 





The Trinity Reserve Mutual Life, of 
Fort Worth, Tex., has received a license 





from the state to sell stock. The Trin- 
ity Reserve Bond & Investment Com- 
pany, holding company for the life com- 
pany, has been selling an endowment 
bond for some time and the issue of 
these bonds is about completed. These 
bonds are 10-year endowment bonds in 
$1,000 units on the five-year payment 
plan. Each bond carries with it 10 
shares of stock in the life company. 

The stock license permits sale of stock 
to aggregate $100,000 surplus and $100,- 
000 capital. These are to be increased 
later to $300,000 each. A. Morgan Duke 
is president; B. A. Donnally, secretary- 
treasurer, and Cecil A. Morgan, vice- 
president. The directors include some 
well known Texas busness men. ; 

Mr. Duke is well known in Texas life 
insurance circles and is regarded as a 
very competent man. Mr. Donnally has 
been associated with Mr. Duke for many 
years and has a fine insurance back- 
ground. Plans are under way to start 
the organization of an agency force 
about Jan. 1. 


Notable Conservation Record 


A notable conservation record is be- 
ing made by the Texas Security Life. 
Figures to the end of June show 85.5 
percent renewals of all second-year bus 
ness. With $6,835,000 on the books, 
$212,000 of the lapsed business was fe 
instated by careful conservation prac- 
tices. This aggregated 4 percent of the 
total, while 81.5 percent renewed auto 
matically, leaving a lapse record of only 
14.5 percent. : 

The company, one of the newest ™ 
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Texas, is producing at present about 
$500,000 a month and has shown a gain 
every month in 1931. H.C. Harris and 
_ B. Rodgers, who are guiding its 
agency department, attribute its remark- 
able record to the careful selection and 
training of its agency force. 





“Racketeer” to Prison 


NEW ORLEANS, Sept. 3—R. L. 
Noel, charged with embezzling approxi- 
mately $2,500 from policyholders in 
connection with an “insurance racket” 
was sentenced to from two to five years 
in the state penitentiary on pleading 
poe 








Wire me 
ot the HOTEL 
FORT SHELBY 


...is a doubly significant 
remark. Certainly it's final 
instructions to the office 
... but the staff remember 
that the boss has stopped 
at the Fort Shelby since 
his initial visit to Detroit. 
4 Hotel Fort Shelby's pre- 
ferred location ... inviting 
lobby . . . beautiful, com- 
modious rooms... superb 
restaurants and attractive 
rates are a few reasons 
why the major percentage 
of its patronage repre- 
sents repeat business, 
4900 units .. 
ped with servidor and 
private bath. Rooms as 
low as $3.00 per day... 
suites $10.00 and upwards. 


- all equip- 


Motorists are relieved 
of their automobiles 
at the door without 
service charge. Write 
for free road map, and 
your copy of “Aglow 
with Friendliness,” 
Our unique and 
fascinating magazine. 


[0 


E. J. BRADWELL, Manager 3 


DETROIT 
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guilty to one count. Three other cases 
are still pending. Noel, while with the 
Mutual Life of New York, approached 
persons carrying heavy insurance and 
told them they could get $5,000 addi- 
tional insurance by leaving the divi- 
dends on their policies to pay premiums 
on a new policy. This money Noel is 
said to have diverted to his own use. 





Jeffrey in New Position 


George W. Jeffrey, who recently re- 
signed as secretary and agency director 
of the American Life of Alabama, has 
become agency supervisor of the Lib- 
erty National Life of Birmingham for 
Alabama. Mr. Jeffrey was superintend- 
ent of agents of the old American Se- 
curity Life of Birmingham, which com- 
bined with the American Standard of 
that city to form the new American 
Life. 





Lackey Agency Pledge 


Agents of the George E. Lackey gen- 
eral agency of the Massachusetts Mu- 
tual at Oklahoma City, to demonstrate 
their company loyalty, individually have 
pledged designated amounts of life in- 
surance and annuity business, between 
June 1 and Dec. 24, varying from $15,- 
000 up to $350,000 by R. W. Dozier, 
T. M. Green and H. E. Combs, with a 
total of $2,850,000 from the agency. 
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Give Results in Big Contest 


Connecticut General Agents Gather at 
Bigwin Island, Ontario, in Annual 
Convention 








At the educational conference of the 
Connecticut General Life held at Bigwin 
Island, Lake of Bays, Ont., George Ris- 
ley, agency secretary, reported on the 
accident contest from April 1 to Aug. 1. 
Paid accident premiums increased 43 
percent. Increased production is at- 
tributed in considerable part to the re- 
ception given the new reimbursement 
contracts by both agents and public. A 
large part of the accident insurance sold 
during this period was on this new form 
which provides a substantial payment 
to cover all medical, hospital and nurs- 
ing expenses incurred through acci- 
dental injury, in addition to the usual 
indemnities for loss of life, limbs and 
time. 

Mr. Risley awarded prizes to leaders 
in amount of paid credits on the new 
reimbursement contracts. First prize 
went to A. W. Russell, of the Allen, 
Russell & Allen agency, Hartford, and 
second to E. H. Carroll of the Albany, 
N. Y. agency. Next in standing were 
H. T. Bass and H. Z. Nourse of the 
Allen, Russell & Allen agency, and C. B. 
Rockwell of the Springfield agency. 

Other leaders were: P. E. Whelden, 
Boston; H. A. Gilman and F. C. Heard, 
New York; H. L. Machol, New Haven; 
D. T. Smith, Hartford, E. H. Bosworth 
and C. S. Merriam, Springfield. Allen, 
Russell & Allen proved. the leading 
agency in the sale of the new form, 


barely winning over the Springfield 
agency. 
In total credits for the contest, 


Goulden, Woodward, Cook & Gudeon, 
New York City, was leading agency 
and H. A. Gilman of New York lead- 
ing agent. 


Handle Deferred Payment Lime 


W. M. Chittenden & Co. of Cincinnati 
have been made deferred payment man- 
agers for the American Bankers in all 
states where that company is entered. 
The company has also become deferred 
payment managers in part of the terri- 
tory in which the Bankers National Life 
of New Jersey operates, handling that 
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AGLOW WITH FRIENDLINESS “ 


company’s bank loan business. 














CONTACT WITH OLD POLICYHOLDERS 


BRINGS MAMMOTH NEW BUSINESS 


® One of our Field Club members, who has made an out- 
standing record year after year since his connection 
with this Company, wrote 29.96% of his 1930 new busi- 
ness on the lives of old policyholders—to say nothing 
of the other new business to which they directed him. 
By following a similar plan this year, his objective for 
1931 is $1,000,000 of paid new business. 


@ He is enjoying the unusual plan of renewal compensa- 
tion in American Central contracts which makes service 
for, and contact with, old policyholders highly remu- 


nerative. 


® This contract is offered to those who are interested in 
personal production. The American Central recruits 
its organizers from the ranks of the salesmen who have 
been successful in its service. 


Territories now under 
Illinois, Indiana, Kansas, 


intensive development include 
Michigan, 


Missouri, Ohio, Texas 


ae 


American Central Life Insurance Co. 


Established 1899 Indianapolis 


Herbert M. Woollen, President 


“Guaranteed Benefits 


— Guaranteed Low Cost" 











nlimited Opportunities 


You will like our liberal first-year and 
renewal commission contract direct 


with the home office. 


It gives you 


the right to sell men, women, and 
children real protection on a low- 
cost participating or non-participat- 
ing basis. 


Family Income 
Policies 
Participating 


Non-Participating 


Sub-Standard 
Preferred Risk 


Pay-Roll Deduction 


Monthly Premium 
Policies for Women 
Child's Educational 
Juvenile Policies 
6°/, Guaranteed 


Life Income 


Just glance over this list: 


Age Limits: 
| Day to 65 Years 
Modified Life 
Low Cost Term 
Double Indemnity 
Disability Income 
Premium Waiver 
Retirement Income 


Income 


FOR FURTHER INFORMATION, ADDRESS 
A. R. PERKINS, AGENCY MANAGER 


» 





Home Office 


MORE THAN 370 MILLIONS 


JEFFERSON STANDARD 


LIFE 


INSURANCE COMPANY 


JULIAN PRICE, President 


Greensboro, North Carolina 


IN FORCE 

































THE NATIONAL 


UNDERWRITER 


September 4, 193; 








NO DEPRESSION 
for this man 


He sells something that everybody 
needs—the protection afforded by United 
Life policies which contain ALL IN 
ONE CONTRACT: 


LIFE INSURANCE WITH DOU- 
BLE AND TRIPLE INDEMNITY 
FOR ACCIDENTAL DEATH. 
NON-CANCELLABLE, NON-PRO- 
RATABLE WEEKLY ACCIDENT 
INDEMNITY. 
WAIVER OF PREMIUMS AND 
MONTHLY INCOME FOR TOTAL 
AND PERMANENT DISABILITY. 
In addition to attractive policy con- 
tracts in the form of ordinary life, lim- 
ited payment life, endowments, monthly 
income, educational endowments, and 
juvenile insurance he offers 
THE INCOME INDEMNITY CON- 
TRACT—THE NEVER FAILING 
SUBSTITUTE FOR THE SALARY 
CHECK 


His advice to ambitious agents is 
this: Get in touch immediately with 


UNITED LIFE AND ACCIDENT 
INSURANCE COMPANY 


Home Office: United Life Building 
CONCORD, NEW HAMPSHIRE 


SN a A 
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$1,000 to $1,600 


Ordinary Life Insurance at An 
Average Cost GUARANTEED 
OF ONLY $14.00 per $1,000 


ALL PREMIUMS 
RETURNED 


in addition to face of policy 
in event death before age 60 
FULL FACE THEREAFTER 
AND PREMIUM REDUCED 20% 
Original cost, age thirty, $21.40 
per $1,000 to age 59; $17.19 
per $1,000 thereafter 


If you reside in Ohio, Illinois, Indiana, 
Kentucky, Louisiana, Pennsylvania, Tennes- 
see, West Virginia or the District of 
Columbia 


Write for Sample and Particulars 


This is one of oon unique contracts 
issu 


Federal Union Life 


FRANK M. PETERS, President 
Cincinnati, Ohio 









































Has Special Income Annuity 





Guardian Life Issuing Contract Provid- 
ing Payments Starting at Ages 50, 
55, 60 or 65 





The Guardian Life of New York is is- 
suing a special income annuity which 
is a modernization of the income bond 
previously issued. It provides retire- 
ment incomes beginning at ages 50, 55, 
60 or 65, without medical examination 
except in case disability clause is added, 
and is participating. 

It is issued on two basic unit plans, 
plan A being in units of $100 annually 
and plan B in units of $10 retirement 
income monthly, and under three meth- 
ods of income payments: Option A—120 
months certain, participating during cer- 
tain period, and at death during certain 
period any deficit under 120 payments 
being commutable and payable to bene- 
ficiary; option B—cash refund basis, in- 
come non-participating, with balance 
payable to beneficiary if at death of an- 
nuitant monthly income payments al- 
ready made do not at least equal the 
cash value at the time monthly income 
payments begin; and option C—no re- 
fund, there being no return at death of 
annuitant after retirement age chosen. 

There is provision made for change to 
any form of life or endowment insur- 
ance upon proof of insurability at any 
time before retirement income begins. 
Either waiver of premium or waiver and 
disability annuity may be added, the 
monthly disability income being equal to 
the monthly annuity income, but not in 
excess of $250 a month. 

On option A basis no application call- 
ing for annual premium less than $25 
will be considered, and on option B no 
application for income less than $10 a 
month. 





Security Mutual, Nebraska 


The Security Mutual Life of Nebraska 
has advised its agents that in the future, 
in the writing of annuities, a medical 
examination will be required where the 
annual premium is $500 or over. Under 
that figure the non-medical regulations 
will apply, although the company re- 
serves the right to order an examina- 
tion if it wishes to do so. 





Occidental Life 


The Occidental Life of Los Angeles has 
increased its nonmedical limit. For men 
the maximum is now $5,000 and the 
women $2,500. The educational endow- 
ment policy may be written on male 
lives up to $200 a month and females 
$100 a month. The upper age limit for 
men and women is 45. 





Minnesota Mutual Series 





Issues Children’s Policies with Broad 
Features Applicable on All Ages 
Under 10 Years 





The Minnesota Mutual has brought 
out a series of children’s policies, includ- 
ing a 20-pay endowment at 85, a 20-year 
endowment, endowment at 18 and child’s 
endowment exchangeable at age 50. At 
age 10 and over, regular forms are avail- 
able. The new policies for ages under 
10 contain cash, loan and paid up values, 
and the 20-year endowment and endow- 
ment at 18 contain special settlement 
options at maturity. Death benefits are 
graded as usual for all ages under five 
except on the exchangeable endowment 
forms which provide for return of pre- 
miums with 3% percent compound inter- 
est in case of death. Under the other 
plans, with modifications in Nebraska 
and Colorado, full face amount is pay- 
able on policies issued at age five and 
over. 

Except on the child’s endowment ex- 
changeable the maximum ultimate 
amount considered on children under 12 
months is $2,000, and ages one to nine, 
$5,000. Waiver of premium in event of 
death or disability of recognized appli- 
cant will be issued, the benefits ceasing 
after a set period. 

Illustrative premiums on the various 
forms are: 


20-Pay. 20-Yr. End 
Age End. 85 End at 18 
Under 6 mos...$22.93 $47.50 $52.51 
DS sed hedvineawes 22.86 47.84 56.55 
SS a<cceecessueusy ee 47.65 60.48 
D @hce0000n00008 22.31 47.30 64.76 
D ecsesedeoceesna Be 46.90 69.60 
D esstoesetsceece Bae 46.49 75.23 
i <athale-onieee ane 46.23 82.05 
Is dic iacitsiy linet de das 21.73 46.09 90.31 
- véavéeseseueen Se 46.03 100.40 
D xetsanacvesces. ee 46.04 112.86 


Greer Not to Attend 


Commissioner C. C. Greer of Alabama 
advises that he will not be able to attend 
the Portland session of the National 
Convention of Insurance Commission- 
ers. Mr. Greer was scheduled to pre- 
sent a paper, “The Importance and 
Need of Properly Qualified Agents.” It 
is not known whether he will send in his 
paper. The talk was to have been dis- 
cussed by R. C. Clark of Vermont and 
J. C. Kidd of Indiana. 

R. L. Foster, Ontario superintendent, 
who usually manages to attend gather- 
ings of commissioners in this country, 
will not be on hand at Portland. Mr. 
Foster has spent considerable time this 
summer in Europe and he feels that he 
cannot absent himself from his office at 
this time. 





NOT TOO LARGE 
NOT TOO SMALL 


Disability and Double 
Ctrcularization Aids—Supervisor’s 
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COL. C. B. ROBBINS, 








ARE YOU AWAKE TO OPPORTUNITY 
Life Insurance Men of Vision Know That the Greatest 


, Opportunity 
Is with the Company That Is 
The Solid Growing Company Officered by Men Who Are Agency Minded 


WE HAVE THE TOOLS 
Participating and Non-Participating Policies—Men and Women on Equal Terms—Total 





Help—Direct Contracts, Human Relations, Liberal 
Contracts and Special Producer’s Clubs 





Agency There ts Desirable cote, 
IOWA_NEBRASKA MINNESOTA AND SOUTH DAKOTA 


THE OLD LINE 


CEDAR RAPIDS LIFE INSURANCE COMPANY 
‘yi Sigmund—Vice-Pres. & Agency Director 


CEDAR RAPIDS, IOWA 


NOT TOO OLD 
NOT TOO YOUNG 


Open tz 


Cc. B. SVOBODA, Secy. 
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NEWS ABOUT LIFE POLICIES ACTUARIES 
New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in | —$— 
Policy Literature, Rate Books, etc. Supplementing the “Unique Manual- | 
Digest” and ‘Little Gem,”’ Published Annually in May and March respectively ||| CALIFORNIA 
PRICE, $5.00 and $2.00 respectively. ———.. 
| Barrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 
CONSULTING ACTUARIES 








114 Sansome Street 437 So. Hill Street 
SAN FRANCISCO LOS ANGELES 
ILLINOIS 








DONALD F. CAMPBELL | 
CONSULTING ACTUARY 


160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 

















L. A. GLOVER & CO, 
Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 














J. Charles Seitz, F. A.I.A, 
CONSULTING ACTUARY 
Auther “A System and Accounting for a Lite 
insurance Company.”’ 
Attention to 
Legal Reserve, Fraternal and Assessment Business— 
Pensions 
North La Salle Street 








228 
Phone Franklin 6559 Chicage 











NDIANA 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 














HARRY C. MARVIN 
Consulting Actuary 
307 Peoples Bank Building 
INDIANAPOLIS, INDIANA 











MISSOURI 








ALEXANDER C. GOOD 
Consulting Actuary 
807 Paul Brown Building, St. Louis 


and 
800 Securities Building, Kansas City 








NEW YORK 








MILES M. DAWSON & SON 


CONSULTING ACTUARIES 


500 Fifth Avenue New York City 














Woodward, Fondiller & Ryan 


Consultants 
Actuarial, Accounting 
Management Problems 





90 John Street New York 
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Knotty Economic 











and Sociological 


Problems ‘Taken Up in Answers 
to Part III of C.L. U. Examination 


PART III— GENERAL EDUCA- 
TION 


(CONTINUED FROM LAST WEEK) 


(a) Economic Problems 
QUESTION 1 

The period from 1922 to 1929 has 
often been referred to as a period of 
“profitless prosperity,” in view of the 
fact that there was no pronounced up- 
ward movement in the level of prices 
of commodities during that interval. 
(a) Do you agree with the above state- 
ment? Reasons. (b) How may busi- 
ness profits be realized without rising 
prices, or possibly even with declining 


prices? Explain fully. 

ANSWER 
(a) The statement that the period 
from 1922 to 1929 was a period of 


“profitless prosperity” in view of the 
fact that there was no pronounced up- 
ward movement in prices is in my opin- 
ion erroneous. The fact that the price 
level did not rise is no real indication 
of whether profits were made during 
those years. On the contrary, the oppo- 
site condition was true. This country 
from 1922 to 1929 made huge profits 
and industry boomed higher in produc- 
tion than ever before in our history. 

One of the main, if not the most im- 
portant, reasons for prices not rising to 
a pronounced extent was saving and 
economy in expenses of production 
brought about by greater mechaniza- 
tion, inventions and managerial skill. 
Such inventions as the electric welding 
process greatly reduced the cost of 
building. More machines to do the work 
at far lower costs was another factor 
in keeping the commodity price level 
down. 

New products on the market accounted 
for our real boom. The radio, the auto- 
mobile and rayon stand out preemi- 
nently as the basic causes for our pe- 
riod of boom production from 1922 to 
1929. Moreover, interest rates were 
comparatively low during this period, 
thereby decreasing to a great extent one 
large element of overhead to industrial 
corporations and utilities. 

* * * 


It is seen therefore that the large 
economies effected in production, a large 
supply of capital at comparatively low 
interest rates, and the introduction of 
many valuable labor saving devices kept 
the price level down while the country 
went through this period of boom pro- 
duction. Our continued changing of the 
arts offset the operation of the law of 
diminishing returns. Prices did not rise 
for products were not scarce. 

This phenomena might also be ex- 
plained on a basis of the quantity the- 
ory of money, that money times volume 
of turnover plus credit times volume of 
turnover divided by trade or production 
equals price level. Given briefly: 





MV+M'vV? 
= ms 
M = money 
M’ = credit 
V and V’ = volume of turnover 


= trade 


Therefore, if trade or production in- 
creases greatly in spite of a larger sup- 
ply of money and greater rapidity of 
turnover, the price level need not rise. 

(b) Business profits may be realized 
even with declining prices if— 

(1) Labor saving devices are used. 

(2) Fixed charges are lowered. 

(3) Operating expenses are cut. 

(4) Economies of standardization 
and efficiency are introduced. 

(5) Volume of turnover per unit of 
capital and labor is increased. 

So long as savings in producing com- 
modities can be effected, then prices may 
be kept low. Mass production is an im- 
portant factor in low commodity prices. 


QUESTION 2 


It has been frequently maintained that 
in view of our changed international 
financial position since the world war 
our traditional foreign trade policy will 
have to be altered. (a) What is our 
changed international financial position? 
(b) Explain our traditional foreign trade 
policy. (c) Do you agree with the above 
statement? Reasons. 

ANSWER 


(a) Prior to the world war, the 
United States was what is known as a 
debtor nation. It had vast resources. 
but small capital for their development. 
Many of the securities floated for enter- 
prises in the United States were owned 
by foreign investors. Much English cap- 
ital, for example, was invested in Amer- 
ican business, due to low interest rates 
prevailing in English investments, and 
comparatively high interest rates for 
United States investments. 

Since the war, however, our interna- 
tional financial position has been re- 
versed. We are now the greatest cred- 
itor in the world. Nearly every country, 
particularly Europe, has within the pe- 
riod since the war floated securities in 
this country for their enterprises. In 
addition to these newer flotations, Eu- 
rope owes us billions of dollars for 
goods and funds we loaned them to 
prosecute the war. Little of this has 
been repaid to us, and at the present 
time, the United States is creditor to 
the world to the extent of almost 20 bil- 
lion dollars. 


*x * 
(b) Our traditional foreign trade 
policy has for many years back been 


that of maintaining a ‘favorable balance 
of trade, or exporting more values in 
goods than we import. This has been a 
result of our mass production in this 
country. Even now our exports con- 
tinue to exceed imports. 

(c) There can be no doubt that an 
adjustment must be made in our for- 
eign trade policy. With the vastly in- 
creased demands of modern Americans, 
we cannot be a self-sufficient nation. We 
must import, and fairness to the con- 
sumer demands that the commodity he 
buys be produced at the lowest possible 
figure. If Germany can produce a given 
article cheaper, by a wide margin, than 
the United States, no artificial barrier 
should be set up to prevent the con- 
sumer from benefiting by Germany’s 
efficiency in production of that article. 





Moreover, unless we buy from a for- 














eign nation, that foreign nation cannot 
pay the interest on its indebtedness to 
us, much less repay the principal. Our 
present international financial position 
demands that we become a creditor na- 
tion with an unfavorable trade balance, 
accepting payment in commodity value 
of imports for the interest and principal 
of the foreigners’ debt to us. 


QUESTION 3 


In view of the widespread unemploy- 
ment due to the business depression, 
compulsory unemployment insurance 
has been urged to relieve economic dis- 
tress. (a) Set forth clearly the argu- 
ments which might be advanced, both 
for and against compulsory unemploy- 
ment insurance. (b) Outline a program 
which in your opinion would help to 
solve the problem of cyclical unemploy- 
ment. 

ANSWER 

(a) Arguments in favor of compul- 
sory unemployment insurance: 

(1) It will prevent the recurrence of 
widespread distress during periods of la- 
bor surplus by providing a _ certain 
amount of income for each laborer dur- 
ing unemployment. 

(2) It will require of industry that 
it lay aside a sinking, or emergency, 
fund out of income during prosperous 
years to take care of employes during 
depression. This sinking fund will be 
the insurance fund which may be in- 
vested so as to help industry. 

(3) It will equalize to a certain de- 
gree the spending power of labor, which 
in itself will lessen the depth of depres- 
laborer has 


sion. Frequently, the 
neither the facilities nor ability to do 
this himself. 

(4) It will be a more equitable 


method of giving unemployment relief 
as it will treat all individuals equally, 
whereas under the present lack of sys- 
tem some are aided and some are not. 

(5) It will place the burden and re- 
sponsibility of the weHare of labor where 
it rightfully belongs—on the shoulders 
of industry and labor. 

(6) It is a logical production ex- 

(7) The efficiency of a worker will 
be increased through the peace of mind 
resulting from the knowledge that his 
income will not cease because of unem- 
ployment. 

* * * 

Arguments against compulsory unem- 
ployment insurance: 

(1) It is a form of dole, 
to workers. 

(2) It will increase unemployment 
bites some workers will prefer to loaf 
on a small subsistence wage rather than 
work for a higher one. 

(3) It will result in 
unnecessary expenditures 
worthy or inexcusable cases of 
ployment will be promoted. 

(4) Employers of not too high stand- 
ards of integrity will conspire with 
workers so that the latter will work part 
time and receive dole part time, as has 
been done on occasion in foreign coun- 
tries under compulsory unemployment 
insurance systems. 

(5) It will set up a new governmen- 
tal bureau in which there will be excep- 
tional opportunities for graft. 

(6) The system has not solved the 
problem of relief of unemployment dis- 
tress in countries where it has already 
been tried. 

(7) It would be practically impos- 


or charity 


wasteful and 
because un- 
unem- 





sible to prepare an accurate premium 








rate because of the absence of reliable 
statistics and a varying frequency, dura- 
tion and intensity of unemployment. 

(8) An adequate fund would place 
too great a burden on the working man, 
as he is now practically on the poverty 
or minimum existence level. 


(9) Money would be taken from 
consumption uses and saved, which, if 
utilized, might continue prosperity. 

(10) If there is merit in unemploy- 
ment insurance, each employer should 
solve it by insurance or otherwise for 
his own workmen rather than being 
compelled to do so. This would give the 
employer with a good plan the ability 
to command superior workmen. 

a 


(b) It is far simpler to outline some 
remedies for control of cyclical unem- 
ployment than to put the remedies into 
effect. There is no one thing that will 
solve the problem. 

(1) International reporting of indus- 
trial conditions, with particular refer- 
ence to the building up of surpluses of 
manufactured goods, might give manu- 
facturers a little more notice of what 
the future forecasts. If we could 
stomach paternalism in that direction as 
we have accepted it in others, there 
might even be some governmental con- 
trol of production to curb the undue ex- 


pansion of industries threatened with 
re 
(2) Spread out seasonal activity in 


basic industries so as to even up the de- 
mand for labor throughout the year. 

(3) Outline a long-time program of 
government construction work, and 
enter into certain phases of it as the 
downward spring of the unemployment 
pendulum begins. This requires plan- 
ning in advance. 

(4) Curb speculative expansion dur- 
ing boom times by raising the price of 
credit, and lower it before the reaction 
has gone too far; in other words, let the 
Federal Reserve System function in the 
way economists hoped it would func- 
tion. 

(5) Control production of basic farm 
products to prevent piling up of sur- 
pluses in order to keep the price of farm 
products up, which maintains the buy- 
ing power of 30 percent of our popula- 
tion, which keeps industrial wheels turn- 
ing, which keeps labor employed. 

(6) Employers should set aside a re- 
serve to keep workers on the job and 
employes should be urged in every way 
possible to accumulate their own emer- 
gency funds through life insurance, sav- 
ings accounts and other means. 

QUESTION 4 

Risk has been called inevitable in a 
roundabout system of production. 

(a) Explain or define the italicized 
expressions. 

(b) Describe three ways in which 
this risk may be minimized. 

ANSWER 

(a) Risk is the hazard of loss either 
to material goods, such as buildings, or 
to immaterial values, as human life. 
Risk includes all the hazards of busi- 
ness, as natural risks of fire, tornadoes, 
and floods, or those which are the result 
of declining prices, falling off of demand, 
obsolescence, change of fashion, etc. 

The roundabout system of production 
is the system that requires extensive 
outlay of capital in the form of build- 
ings, machinery, etc., in anticipation of 
a demand for the finished goods to be 
manufactured. In other words, produc- 
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ers’ goods must first be made in succes- 
sive stages before the goods which are 
for immediate consumption can be pro- 
duced. 

(b) Some of the risks involved in a 
roundabout system of production may 
be minimized, (1) through hedging—the 
making of one contract, either for pur- 
chase or sale, in the actual trade market 
and another contract, though of a cor- 
responding but reverse nature, in the 
speculative or “futures” market. (2) 
Through insurance—which is simply the 
equitable distribution of risk over a 
large group in order to prevent the full 
loss being carried by one member there- 
of. (3) Through study of the business 
cycle, and operating business so as to 
be prepared to meet the risks contingent 
upon this fluctuation. 

QUESTION 5 

In recent years governmental expen- 
ditures are said to have grown by leaps 
and bounds. 

(a) How do you account for these 
growing public expenditures? 

(b) Do total public expenditures in 
1910 and in 1930 form a sound basis for 
comparing growth in governmental ex- 
penditures? Why or why not? 

(c) What test or tests would you ap- 
ply to justify increasing governmental 
expenditures? 

ANSWER 

(a) Governmental expenditures have 
increased because of the enormous in- 
crease in the range of governmental 
activities and duties. These things have 
been brought about by the complexities 
of our present day civilization and the 
necessity for governmental regulation: of 
such business activities as involve 
monopolies, interstate commerce, trans- 
portation, etc. Prohibition enforcement 
and innumerable other duties have like- 
wise been concentrated in the hands of 
the federal government. In addition to 
increased range of duties, we also have 
increased responsibilities due to larger 
population, advancement of living stand- 
ards, congested population, etc. It must 
be admitted that this expansion has 
taken place so rapidly that the adminis- 
tration of governmental activities has 
undoubtedly decreased in efficiency. 

(b) If we are going to make a critical 
analysis of governmental expenditures, 
it is an unfair basis of comparison be- 
cause— 

(1) Our wealth and population have 
increased tremendously. 

(2) The purchasing power of the dol- 
lar has declined. 

(3) Industry has become larger and 
more complex. 

(4) We are beginning to realize the 
necessity for regulation, control, and 
productive participation of the govern- 
ment in business. 








Sell Disability As Incidental, Magee Asks 








An appeal to agents to sell disability 
judiciously, as an incidental to the life 
insurance contract, rather than as the 
primary coverage, was made by Rex 
B. Magee, advertising manager for the 
Lamar Life, in an address before the 
company’s All-star convention. 

“The agent who sells life insurance to 
suit the family need and income dis- 
ability as a rider where the prospect is 
a good risk, will reap just rewards in 
income, for a satisfied policyholder al- 
ways helps increase production,” Mr. 
Magee declared. A man that sells in- 
come disability as the main contract and 
life insurance as a rider will pay as 
heavy a toll in the future in proportion 
to his business as some of the most 
liberal companies of the past are now 
paying an exorbitant price for their 
business getting folly.” 


Color Blind as to Cover 


Mr. Magee said that companies and 
agents have been color blind as to dis- 
ability. The companies instead of see- 
ing disability as red, which is a stop 
sign, saw it only as a golden yellow. 
Now they are seeing red as “deep blue.” 
“The outlook,” he said, “is so blue that 
some eastern companies in numerous 





conferences have discussed seriously the 
question of abandoning income dis- 
ability.” 

Likewise, according to Mr. Magee, 
the agent saw disability as a beautiful 
color. “He sometimes,” Mr. Magee 
said, “was careless about what he told 
the prospect of the alluring benefits of 
the great and wonderful sick clause. 
Now, many agents find that they prom- 
ised too much and that the claimant 
and his near relatives are now cussing 
him because the claim, unjust as it 


may be, is not being adjusted to the | 


satisfaction of the man who wants a 
living from the company when jobs are 
scarce and money is sorely needed. 

“The agent must change his attrac- 
tions and make life insurance the main 
show and frequently leave out income 
disability as a side-show,” the speaker 
declared. 

The claimant, too. according to Mr. 
Magee, sees disability in a different 
color. Borderline claims are being re- 
jected with greater frequency. Closer 
inspection and clearer proof are being 
required. Cases are going to litigation 
and attorneys are being called in on 
conferences. All of this is disturbing to 
the business. 








(5) Our demands for national defense 
have increased. 

(c) The test I would apply to justify 
increasing governmental expenditures 
would be to what extent do they benefit 
society and is the benefit proportionate 
to the sacrifice on the part of the peo- 
ple who pay the taxes? Also, is the ex- 
pense more economically incurred by the 
governmental agency rather than by the 
individual himself. 


(b) Government 


QUESTION 1 
(a) List the various circumstances 
under which the proceeds of life insur- 
ance are exempt from (1) the federal 
estate tax, (2) state inheritance taxes. 
(b) Explain briefly the difference in 
taxability of life insurance under the 
federal income tax when proceeds are 
paid by, (1) reason of death, and, (2) 
maturity of an endowment. 
(c) Is a premium tax levied upon a 
life insurance company equitable to all 
classes of policyholders? Explain. 

ANSWER 

(a) Proceeds of life insurance are 
exempt from taxation under the follow- 





ing circumstances: 
(1) Federal estate tax. 
a. If proceeds are made payable to 





the estate and the sum total of life in- 
surance and general estate does not 
exceed $100,000. 

b. If the proceeds are payable to 
specific beneficiary an additional exemp- 
tion of $40,000 over the general exemp- 
tion is granted. 

c. If proceeds are made payable to 
charitable, educational or philanthropic 
organizations. 

d. If the premium on the insurance 
is paid by other than the insured. 

(2) State inheritance tax. 

The state laws differ, but as a general 
rule all proceeds are exempt if payable to 
a specific beneficiary. If payable to the 
general estate, they are subject to state 
inheritance tax. A few states tax pro- 
ceeds even if paid to specific bene- 
ficiaries. 

ess 

(b) Under the federal income tax. 

(1) Proceeds paid by reason of death 
whether in lump sum or installments are 
not subject to taxation. 

(2) Proceeds paid by reason of ma- 
turity of an endowment are subject to 
taxation only to the extent of the dif- 
ference between the amount received 
by the insured and the amount he paid 
in premiums. 

(c) The premium tax levied upon life 





insurance proceeds is not equitable to 
all classes of policyholders. It does not 
affect equally: 

(1) Policyholders of different ages— 
The tax is a flat rate on the premiums 
and the older the policyholder the more 
he pays because his deposits are larger 

(2) Holders of different types of 
policies—The tax on a 20-year endow. 
ment at the age of 30 would be more 
than the tax on an ordinary life Policy 
for the same amount at the same age 

(3) Policyholders of different states— 
The rates of taxation differ in varioys 
states. 

(4) Ordinary and industrial policjes— 
The industrial insurance payment js 
more than the ordinary payments for 
the unit of insurance in force. Thus 
poor people pay more on a percentage 
basis if they have industrial insurance. 

QUESTION 2 


(a) Illustrate by references to several 
parts of the Constitution how its authors 
tried to prevent the control of the na. 
tional government from falling into the 
hands of one man or a small group of 
men. 

(b) How can you explain the growth 
in influence of the Presidential office? 

ANSWER 





(a) The following provisions in the 
federal constitution prevent the control 
of the national government from fall. 
ing into the hands of one man or small 
group of men: 

(1) System of checks and balances di- 
viding powers of government between 
legislative, executive and judicial bodies, 

(2) Reservation to the states and to 
the people of all powers not given to the 
federal government. 

(3) Ratification of Presidents’ appoint- 
ments or treaties by vote of the senate. 

(4) Requirement of a majority of both 
houses (in some cases by 3 vote of 
both) to pass bills or constitutional 
amendments, restricted even then to 
some extent by President’s veto. 

(5) Power given to congress to im- 
peach the President as well as other of- 
ficers. 

(b) So apprehensive were the fathers 
that the Presidential office would evolve 
into a dictatorship that the constitution 
was framed to give him very limited 
powers—an official merely to carry out 
the will of the legislative branch. But 
as our country developed and legisla- 
tive stalemates took place, the Presi- 
dent was more and more expected to 
push legislation through. The President 
is not only the chief executive; he is 
also the leader of his party, which is 
the majority party. He controls the 
leaders of his party largely through pat- 
ronage. 

(CONTINUED IN NEXT ISSUE) 




















General Agent Contracts 
available for 
General Insurance Firms 
in 
Ohio, Michigan and Indiana 


Write for Information 


PHILADELPHIA LIFE 
INSURANCE COMPANY 


111 North Broad Street 
Philadelphia, Pa. 




















Plus Work 





HARRY L. SEAY 





Southland Life Agents 


in June 


Broke All Records 


| Since October, 1929 
(Honoring Col. W. E. Talbot, Agency Manager) 


No Prizes ... No Contest 
Just Southland Life Agents 


Plus Co-operation 
For information regarding open territory, write: 
Clarence E. Linz, First Vice-President 


Southland Life Insurance Co. 


Home Office, Dactas, Texas | 
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THE ESTATE-O-GRAPH FRANCHISE gives 


your agency these SIX ADVANTAGES 





1. Planned Calls 


The very first thing a man must do when 
he starts to use THE EstTATE-O-GRAPH is 
to arrange and classify his mating list. 
These are the people on whom he is going 


concentrate. 


He sends out THe [state-O-Grapti, 
to this carefully selected list—caretully 
selected because he doesn’t want to send 
out anything as fine as THe Estate-O 
Grapit to every “Tom, Dick and Harry.’ 
He follows this list up with personal 
calls. He has an excellent list of pros 
pects on whom to call. 


2. Interested Prospects 


A pictorial publication like THe Estate 
O-GRAPH, printed in rotogravure, is 
bound to be interesting to the prospect. 
It visualizes all phases of life insurance 
from the policyholder’s viewpoint. It 
talks to him in terms of his interest—and 
ina language he understands—pictures. 


Tue Estate-O-Grapit overcomes indif- 


terence. It develops interested prospects. 





3. More Interviews Per Call 
More Sales Per Interview 


There's a lot of difference between mak 
ing calls and making sales. When your 
representatives call on selected prospects 
prepared for them by Tue Estate-O 
GRAPH they secure interviews. They are 
not just another “life insurance man here 
to take up time.”’ 

The intelligent use of Tite Estare-O 
GRAPH will not only win interviews from 
the hard-to-get-at prospect, but what's 
more, it will win an interested intervie. 
from every type. 

The preliminary work has been done by 
THe Estate-O-Grapn. The salesman 
can devote his time to closing the sales, 
which, after all, is the salesman’s job. 


NO MORE OF THIS 





4. Contacts Between Calls 


People are much more cautious about 
spending money than they were two years 
ago. They want to think it over—to talk 
it over with the wife. Your men’s time 
is too valuable to keep calling on them—- 
but they’re too gor rd as prospects to drop. 
THE Estate-O-Grapu will make the in 
between calls. 

When sent to a prospect following an in 
terview it reinforces the thoughts pre 
sented verbally and reminds the prospect 
of your agent’s visit. 





0 EXCLUSIVE FOR YOUR. AGENCY - 


In all except the larger cities, Tue Estare-O-Grapn is sold on the exclusive basis. 
Your agency can be the only one in your city using it. Furthermore, each man in your 
agency can have his name printed on the copies he uses. 


Of course there are many cities in which the Exclusive Franchise has been placed. This 
service, however, is so unusual, and will mean so much for your agency that you can 
well afford to investigate the possibilities of an Exclusive Franchise for your city. 


U se the coupon at the right to secure sample copies, information on how other agen 
cles are using it successfully and the requirements for the Exclusive Franchise for 


your city. 


——$—_. 
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5. Mere Enthusiasm 


Your men will be more enthusiastic about 
their work because they are finding pros 
pects interested and are getting real inter 

views. The disheartening work of cold 
prospecting and angling for interviews 
is eliminated. 

This increased enthusiasm will be re 
flected in their sales talks. In selling, 
much depends on the enthusiasm of the 
salesman himself. Have an enthusiastic 
bunch of salesmen in your agency. Let 
them work with THe Estatre-O-Grap! 


6. Contact with Policy Holders 


ldo your men keep in touch with policy 
holders as you would like to have them 
do? You preach the endless chain to them 
do they practice it ? 
\ birthday card once a year is fine—as 
far as it goes. But it takes more than 
that to build a clientele. It takes con 
stant cultivation. 
Have your representatives use TIE 
EsTATE-O-Grapit to keep in touch with 
policvholders. It pays. 


THE NATIONAL UNDERWRITER 

175 W. Jackson Blvd. 

Chicago, Il. 

Please send me sample copies of THE 
EstTATE-O-GRAPH and information about 
the Exclusive Franchise for this city. 


is Le es ae 
Address 
City 
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DEVOTED to the ideals of family security 
and independence. » » » » » » » 


ADAPTED to and in harmony with 
modern agency and underwriting 
practices that protect the interests of 
the fieldman and the policyholder. 


Security Life Insurance Company 


OF AMERICA 
Executive Offices + One Thirty Four North La Salle Street — +. Chicago 
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